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If your family expenses were $1 





You will find the G-E 
monogram on the motors 
that run locomotives and 
trolley cars, on the big 
pumps for gas and water 
supply, as well as on many 
of those electric devices 
that operate at so little 
cost in the home. Every 
year sees improvements in 
these services due to in- 
creased use of cheap 
electricity. 


GENERAL ELECTRIC 












Forty-five cents would go for food. Rent and taxes, 
clothing, amusements, charities, and miscellaneous 
expenses would account for 49 cents. 


The remaining 6¢ would cover all these: 














if 


To the railroads For the telephone For gas For water For street cars For electricity 
































Only 6 percent of your total budget for the services with- 
out which the comfort and convenience of modern life 
would disappear! 


Use these services freely—they cost so little and they 
mean so much! 
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Only a product of exceptional merit could have altered Auburn’s balance 
sheet as it has been altered in the last three years. 


June 30, 1925 











Assets Liabilities 
CURRENT ASSETS: CURRENT LIABILITIES: 
Cash & Equivalent— 1,392,813.18 Accts. Payable (Trade) 325,632.55 
Acrd. Int. on Notes Rec. 4,301.17 Acrd. Taxes 83,943.32 
Inventories at Cost 487,788.95 Acrd. Wages, Salaries & 
1,884,903.30 Commissions 118,354.60 
Prepaid Insurance 6,598.84 Sundry Liabilities 36,640.65, 
Pref. Stk. Purchased for Redemption 564,571.12 
(Par Value $25,500) 23,205.00 Reserve—Fed. Inc. Taxes 50,295.32 
Investments 30,000.00 pet Stock 
Land, Building and Equipment 335,491.54 77%-Pref. Stock 2,930 Shares 
Goodwill 634,027.10 Par Value $100 each 293,000.00 
2,914,225.78 Com. Stk. 30,000 Shares 
< Par Value 25.00 each 750,000.00 
>» Surplus June 30, 1925 1,256,359.34 
2,914,225.78 
Ss 
June 30, 1926 
CURRENT ASSETS: CURRENT LIABILITIES: 
Cash & Equivalent— 1,630,785.58 Acct. Payable (Trade not due) 630,213.11 
Notes & Acts. Rec. Acrd. Chgs. Wages & Comm. 75,389.29 
less Reserve. 991,561.06 Acrd. Taxes—State & Local 42,004.19 
2,622,346.64 Excess Tax Pay. (7/31/26)  _ 17,243.69 
Acrd. Int. 7,733.33 764,850.28 
Prepaid Exp. 42,103.60 Notes Payable 700,000.00 
Inventory 1,308,812.85 Reserve-Fed. Tax-Interest, 
Investments 90,000.00 Advertising Contingencies & 
Land, Bidgs. & Equipment 574,942.32 Dividends due 7-2-26 465,706.11 
Goodwill 027.10 Ca Stock 
PRL 67,572 Shares par Value $25.00 1,689,300.00 
Surplus June 30, 1926 1,660,109.45 
5,279,965.84 
id May 31, 1927 
CURRENT ASSETS: CURRENT LIABILITIES: 
1- Cash 525,136.31 Accts. Payable (Trade—not due) 878,777.44 
Certificates of Deposit 365,000.00 Acrd.Wages,Salaries Comm. 28,175.76 
fe =< eames iets 
7 Bankers Acc: ) 43,863.12 ax Pa ’ : 
Demand Leeeg Te , Pay ta (6% Gold Notes) Saaenes 
change t 1,075,000.00 un Creditors A S 
Drafts on Customers Dealers Deposits 18,075.00 
(Cars in Transit) 1,107,097.00 1,083,954.32 
Sy Notes and A, R ble 141291838 Ress eat Inc. T; 243, 383.92 
—] otes ccounts Receival 1,412,915.35 rves—Ked. ax > J 
Less: Reserve for Notes and Accounts 28,575.00 Dividends (Fractional Shares) 740.00 
Accrued Interest 10,114.88 3 Year 6% Gold Notes (Due Oct. 1,29) 1,100,000.00 
Prepaid Insurance 28,940.17 Capital Stock (Par Value $25.00 per ‘Share) 
Inventecy 1,830,460.58 Authorized 120,000 Shares 
= poe, Idgs. r Equipment oeoreeas Unissued 2 
ss: Reserve for Depreciation a Outstanding 92,171 Shares 2,304,275.00 
Goodwill 634,027.10 SURPLUS May 31, 1927 2,956,199.21 
7,691,927.45 7,691,927.45 
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Odd Lots 


(1 Share to 99 Shares) 








You can purchase as many shares as your available funds permit. That’s 
one of the many advantages of buying Odd Lots. 

In buying Odd Lots you can make many desirable purchases which you 
would be forced to forego if unable to buy a full 100 Share Lot. 


Send for our interesting new booklet 


“Odd Lot Trading”’ 
Ask for F. 300 


100 Share Lots 
Curb Securities Bought or Sold for Cash 








John Muir&(o 


New York Stock Exchange 


Members: 


50 Broadway 
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So writes one of the many thousands of enthusiastic 
Willys-Knight owners concerning his — ¢ypical 
—carefree motoring experience. The car here 
illustrated—the Great Six Varsity Roadster, 4- 
| passenger capacity—is one of the models which 
have brought the Willys-Knight line to its high 
position in the public mind. And now, new reduced 
prices make the Great Six more than ever the 


s leader in fine car values. Only the Willys-Knight 


offers al] these important advantages: 


The Knight Engine—Constantly gaining in 
smoothness, quietness, power. The only type that 
definitely improves with use. 


7-Bearing Crankshaft — Banishes vibration. 


Skinner Rectifier—The device that prevents 
dilution or contamination of oil. 


WILLY S- 


‘$5,000 miles-no repairs” 


4-Wheel Brakes— Positive, mechanical-ty pe—act 
in a flash. For maximum driving safety. 


Belflex Shackles— Prevent chassis squeaks or 
rattles. Remove the need of greasing and adjustment. 


Narrow Body Pillars at Windshield—For greater 
vision. When all other cars have this feature, 
accidents will be greatly reduced. 


Eight Timken Bearings in Front Axle— Most fine 
cars have but four. Result—the Willys-Knight 


steers without conscious effort. 


Light Control at Steering Wheel — You dim with- 


out removing your hand from the wheel. 


Shock Absorbers—Air Cleaner. Thermostatic 
Temperature Control. Finest quality upholstery. 





WILLYS-KNIGHT ENGINE 
GAINS IN EFFICIENCY 


PAILES $000 30000 45000 60,000 


% 
INCREASE 
NORMAL 








KNIGHT E= 








“70” Willys-Knight Six, $1295 to $1495. Willys-Knight 

Great Six, reduced prices, $1750 to $2950. Prices f.o. b. 

factory and specifications subject to change without notice. 

Willys-Overland, Inc., Toledo, Ohio. Willys- Overland 
Sales Co., Ltd., Toronto, Canada. 


THE ENGINE 
SMOOTHNESS, 


IMPROVES WITH USE — IN 
QUIETNESS AND ECONOMY 
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Looking Ahead With the Forbes Editors 








66 OOK behind the scenes of 

any successful life and you 
will find sacrifice, unswerving devo- 
tion to a purpose, constant thought 
given to that one thing, tenacity, a 
stamina to think “No,” to say “No” in 
the face of ridicule or false pride if to 
say “Yes” would interfere or hinder 
the accomplishment of that one pur- 
pose; to realize that the difficulties 
and adverse conditions that fall into 
life’s paths are yours and that you 
must and can master them if you 
would taste the delectable fruits of 
success.” 

That’s the viewpoint of Virgil Hol- 
lingsworth, candy king of Augusta, 
Georgia, president of a corporation 
that has risen to signal success in 
seven years. The article will appear 
in ForseEs. 


‘ 


ILLIAM A. McGARRY. in 

a forthcoming article quotes 
E. J. Kulas, pres. of the Otis and 
Midland Steel Companies, saying: 
“The ability to make friends—and 
to hold them—is back of every great 
human achievement. No man ever 
rises above the ranks except through 
the co-operative efforts of his asso- 
ciates. This applies even to exploits 
calling for only one man’s action in 
the final performance. If you will 
look back of such performance you 
will always find records of essential 
planning and preparation that could 
not have been carried out alone.” 

This is in keeping with the findings 
of Irénée du Pont, who has recently 
given an interview in our columns, 
and that of other executives of like 
standing. 

When John D. Rockefeller, Sr., 
was asked by the editor of Forses, 
to what he attributed his success, the 
oil king instantly replied: “To 
others.” 


HARLES W. WOOD in an ar- 

ticle “Reducing the Cost of Ex- 
travagance,” says: “There are up- 
wards of twenty million automobiles 
doing service in America, and many 
millions of these were bought by peo- 
ple who “could not afford” them. 
But in buying them, they endowed 
themselves with power; and they are 
consciously or unconsciously using 
a good part of that power to create 
new wealth for themselves and for 
the community.” 


SHORT article entitled “When 

the Solicitor Calls,” by Mel 
Wharton, deals with fraudulent soli- 
citation of funds. 


HE growth of the cement in- 

dustry, showing how G. S. 
Brown, president of the Portland 
Cement Association sees the future 
of the world’s use of this commod- 
ity, a vision including windowless 
skyscrapers, triple-decked _ streets, 
and intercity highways probably 
within 20 years, forms the theme of 
an article by Hamilton M. Wright, 
Jr., to be published soon. 

President Brown says, “There will 
never be a shortage in the cement 
industry. The use of cement, how- 
ever, is growing every day. Farm- 
ers are making fence posts of it, hog 
wallows, septic tanks, feeding floors, 
cellars and all kinds of walks and 
roadways about the farm. All new 
buildings are using more and more 
cement. The cement industry is only 
in its infancy. Its uses are just be- 
ginning to be realized. Its applica- 
tion is wider than any other building 
material.” 


HROUGH Edward Marshall 
we have an authorized state- 
ment from Thomas A. Edison on the 
future of aviation as the inventor 
visions it. 
Edison, among other things, says: 
“Tn the cities of the future the roof 
may be most valuable of every busi- 
ness building’s area. When the heli- 
copter is perfected roofs may be the 
landing places for communications, 
goods and passengers. This would 
stimulate progress and at least to 
some extent relieve that intolerable 
street-congestion which now is one 
of the most serious problems of every 
large community.” 


AJ.-GEN. GEORGE 0. 

SQUIER, one of the world’s 
foremost scientists, having created 
the system of “wired wireless” now 
used extensively throughout the 
United States, from its start devoted 
the closest possible attention to the 
development of American aviation. 
He was given charge of Army Air 
Service in 1918 and until the war’s 
end. A great expert in communica- 
tions, he now recognizes the peace- 
time importance of the airplane. 
What he foresees will be told in 
Forses, in the Marshall articles. 
General Squier says: ‘Mechanical 
flight is in direct line with man’s 
steady effort to increase his life-span 
by making all his hours capable of 
accomplishment greater than was pos- 
sible to the individual hours of his 
forebears.” 


- emerge as individual farm owners. 


seat | 








Af DAG STANLEY kp. 
KEYSER will have an article 
in an early issue of ForBEs on the jp. 
vestment trust. As an economist who 
can make serious subjects interesting 
Mr. Rukeyser has an increasing fol. 
lowing of readers. 


T'S flood relief was divided by 
Secretary Hoover into three 
stages: rescue, relief, reconstruction, 
Mr. Hoover requeste ~ Albon L. Hol- 
sey, secretary to t President of 
Tuskegee Institute, co make a ser. 
ond tour of the territory covered in 
the rescue work, and inaugurate re. 
construction among the colored vie. 
tims of the flood. 

Mr. Holsey, from a primary sur- 
vey, makes the following statement 
to ForBEs: 

“From the meager information 
which I already have it is evident 
that out of mud and flood hundreds 
of negro families who have been ten- 
ants and share croppers are going to 







Just what effect this new situation is 
going to have upon agricultural con- 
ditions is in a sense problematical, 
but most of the men with whom | 
have talked believe that the breaking 
up of large plantations into small in- 
dividually owned farms is going to 
mean much for bettering rural con- 
ditions in the south.” 

Mr. Holsey is preparing an article FF 
on this subject for our readers. 














Frigi 
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ENRY M. BAKER, National 

Director of Disaster of the 
American Red Cross, who from Lex- 
ington, Kentucky, has been directing 
humane activities following the flood, 
is preparing an article for Fores, 
on disbursing relief funds in the 
wake of disaster. 
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N an article to appear in Forses 

in an early issue, M. H. Ayles- 
worth, president of the National 
Broadcasting Company, says: 
can imagine no commercial concern 
which is closer to the intimate lives 
of a great portion of the country’s 
inhabitants—all of them, rich and 
poor, white, black, yellow and red, 
men, women and children of all 
ages, laborers and employers, pro 
ducers and consumers, realists and 
idealists. For whatever may be these 
people’s individual occupations or be- 
liefs, they tune-in and listen to broad- 
casting. In radio they find a com | 
mon meeting-ground. Before the} 
loud speaker they are merely people, 
units in the vast radio audience of 
the country.” 
































































FORBES for August 15, 1927 


RU. 
ticle 
e in- 
who 
ting 
fol- 


d by 
hree 
tion, 
Hol- 
t of 
sec- 
d in 
2 Te. 
Vic- 


Sur- 
ment 


ation 
ident 
dreds 
| ten- 


=) No SACRIFICE TOO GREAT 


ion is 
con- 


“} TO KEEP HIM WELL AND HAPPY 


aking 


~ 7 ] Yet how often is the simplest health precaution disregarded! Don’t 


con- deny your baby this protection. It costs so little. And he needs it now 
4 —to help him ward off dangers from which no home is quite immune. 




























ticle 
4 


Frigidaire Provides Refrigeration 


tional 


government requirements. In other words, 
here is a 5° Margin of Safety as an added 


f the 5° Colder than Government health safeguard. No wonder hundreds 
Lex- & Standards! of thousands of users have been won to 
ecting Frigidaire—more than have bought all 


flood # | HROUGHOUT the year—in fall and 
yRBES, f+ Winter—as in summer—your baby’s 
1 the (health is menaced by the gravest of all 
dangers — food contamination. Guard 
against it, science warns us. 


other electric refrigerators combined. 














The feeling of security that Frigidaire 
brings to your home is beyond all price. 
Yet you pay so little for it. Complete 
Frigidaire models—all ready to attach 
and operate from any convenient electric 
outlet — are now priced at only $195 
f. o. b. Dayton—the lowest price in 
Frigidaire history! 








nee i This warning is repeated in Bulletins 
tional were by the U. S. Dept. of Agriculture 
ay (and by Health Boards in leading American 

pcities. They tell us that high or fluctuat- 


SS S| 
ing temperatures in refrigeration actually 


invite food contamination. ‘That a con- All Frigidaires, regardless of size 








yncern 
. lives 


a stant, low temperature is a vital necessity RIGIDAIRE’S constant, cold- or price, are available under liberal 
| red, if baby’s foods are to be safely kept. These storage refrigeration keeps foods General Motors terms. First a small 
rf all p2uthorities set the Safety Line in refrigera- fresh and wholesome four to five times deposit. Then a little each month out 
_ pro [tion at 50°. Above that point, they say, longer than usual. Even milk—if it's of income. 


_< lies danger! fresh when you buy it—stays sweet Visit the nearest Frigidaire Salesroom 


oc Now note how Frigidaire goes a step for days at atime. How priceless today. Provide your baby this protec- 
roll beyond accepted standards. Direct Frost- this protection when there's a baby in tion that no one else can give. 
com oil Cooling maintains a constant, cold- the home! And of what avail all FRIGIDAIRE CORPORATION 
e the storage temperature in the food compart- other loving care if this one Subsidiary of General Motors Corporation 
people, BCAt that is actually 5°-colder than precaution is neglected! Dept. M-73 Dayton, Ohio 
nce of § 
4 o 
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they will be dead / 


ASBESTOS 
AVES HORSEPOWrp i 


INSULATION 
BRAKE LININGS 
ROOFINGS 
PACKINGS 


ow 
PasvenTion 
PRODUCTS 


ORSEPOWER is born in the 
fire-box... radiant and 
powerful. Quickly it courses 
through the machinery of the 
average power plant. Then other 
horsepower, newly born, follows 
after to keep the pistons mov- 
ing, wheels spinning and pro- 
duction under way. 

So through every plant horse- 
power works ...or shirks. . . its 
way, depending on how well it 
hasbeen cared for during its brief 
life. It must be protected from 
cold. Itmustbe protected fromair. 


Itmustbe protected fromleakage. 

To give it this protection, 
that wondrous, fibrous rock, 
Asbestos, has been fashioned in- 
to many forms by Johns-Man- 
ville . . . into insulations, pack- 
ings, refractory cements, etc. 

These products, through their 
very high efficiency, keep horse- 
power within the traces, and 
make it work out its brief span 
with all the vigor that’s in it. 

A Johns-Manville power 
specialist will gladly show you 
how this is done 


JOHNS-MANVILLE 


SAVES HORSEPOWER 
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Will Rosy Predictions 
All Be Fulfilled? 


By B. C. Forbes 


ations are running about two-thirds of 


stock market, has been rising. 

Views published by leaders 
are, almost without exception, very 
optimistic. Apparently everybody is 
becoming confident that the Fall will 
bring substantial expansion. 

Yet letters trickle in to the writer 
from different parts of the country, 
not from leaders, but from small 
merchants, from workmen and 
others, complaining that their local- 
ity is not sharing in the prosperity 
about which they read so much. 
Apparently there are idle workers in 
not a few places. Also, one must 
believe that a lot of merchants are 
not earning satisfactory profits. 
Some of the writers also emphasize 
that real estate values have gone 
down. 

It is a trifle difficult to know just 
what is the truth. Are conditions 
as prosperous as generally represent- 
ed or are there many weak spots? 


B em sentiment, like the 


OST of the yardsticks em- 
ployed by economists to 
measure existing conditions indicate 
that the country is doing quite a 
large volume of business—as much 
as was being done last year, if not 
more. 
Until recently rail- 


capacity. Sugar has touched the 
lowest price of the year. 

But nearly all other statistics tell 
a different tale. Automobile pro- 
duction, apart from Ford’s, has been 
heavy and most companies are able 
to report good profits. Gasoline con- 
sumption is record-breaking. Bank 
clearings suggest quite active trade. 
Postal receipts are high. Utility 
companies are selling distinctly more 
power than a year ago. The textile 
industry is enjoying something of a 
boom. The leather industry is doing 
distinctly better. Foreign trade 
keeps up and is well balanced. Cop- 
per and lead prices have been ad- 
vancing. Judging by stock market 
movements the canning industry, the 
tobacco industry, the rubber industry 
and various other industries are do- 
ing unusually well. 


O* the other hand, commercial 
failures are unpleasantly num- 


erous. An increasing number of 
dividends are being reduced or 
passed. The railroads have been 


buying so little that equipment com- 
panies are running only part-time. 
Commercial loans, as distinct from 
brokers’ loans, do not reflect business 


expansion to any large degree. 

The truth doubtless is that some 
industries are doing well and others 
not so well; that employment is 
plentiful at certain places but not 
plentiful at others; that the trend is 
towards expansion here but towards 
contraction there; but just what the 
conditions, taking the country as a 
whole, actually are, cannot be gauged 
with exactitude. 

The stock market is shouting op- 
timism. The opening of August 
again saw average quotations on the 
New York Stock Exchange at new 
heights. Some of the advances have 
been sensational—in General Motors 
and U. S. Steel, for example, the 
latter helped by du Pont buying of a 
large block. Certain “specialties” 
favored by manipulators, have also 
been marked up _ spectacularly— 
sometimes apparently without much 
regard to earnings. 


ERE, too, unevenness is noted. 

A great many issues have not 
joined the upward movement but 
have actually sunk to lower levels. 
One explanation doubtless is that 
the biggest companies in most lines 
are the ones which have been doing 
best. It is a characteristic of pres- 
ent-day industry that 





way freight and pro- 


TREND 





fits figures showed 4g 
growth over last year. 15 
But a change has set 
in. June earnings re- 
veal a decrease and |] 14 


of BRADSTREETS COMMODITY 


the strong companies 
become stronger and 
the weak ones weaker. 
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the weekly car load- 
Ings no longer regu- 


ams \ 


\J chain store sales 
show very substantial 
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responding results. 
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drifts strongly  to- 
wards additional mer- 
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industry is not doing 
much bragging. Oper- 





The chart shows the long and steady detline since the peak 


at the close of 1925. 


transportation, and in 
banking. 
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FINANCING FOREIGN [RADE 


Capital and Surplus Over $8,000,000.00 


oy 
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at the Nations Second Port 


At New Orleans merchandise of the world shipped from South America. Important 
changes hands. American manufacturers imports all—which we are often called 
draw upon Central and South America upon to finance for customers. 


for raw material. 

Brazil sends us coffee, rubber aad ma- £4 
hogany. Cuba augments our sugar sup- “} 
ply. Tea, silk, hemp, jute, metalsand { 
chemicals come from the Far East. 
Hides, tallow, skins and hardwood are 


American business trading South and 
in foreign parts, knows that this is 
a bank that has successfully and 
painstakingly served every commercial 
banking need for ninety-six years. 





executives on request. 


Te CANAL 


BANK AND [RUST Co. 


of New Orleans 


“Through Ninety-five Years,” an interesting booklet 
on the South's ind development, will gladly be mailed 
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A Self-Made Woolen Expert 
Tells How He Gained the Peak 


At 16 Years of Age Charles J. Webb Gave Up a.Job at $10 a Week for One at Only 
$6.50, But It Was the Best Move He Ever Made—Three Elements 
of Success—Prospects for Cotton, Wool and Rayon 


«C Y experience and my ob- 
M servation have taught me 
that there are three lashes 

to success: necessity, ambition and 
habit. Given the same brain power, 
the boy who must make his way 
through school and college and must 
support a widowed mother 
will do more in the same 


By Harry Goldberg 


a century since his early youth. 
The chronicle of his early days 
might conceivably have been taken 
from the pages of Samuel Smiles. 
Stern necessity drove the boy, 
fatherless from infancy, to work at 
the age of eight, when he started to 


< 


man’s job he began daily by walking 
three miles at 4:30 A. M. 

“As I grew bigger, I went into the 
snow-cleaning trade in the Fall,”. Mr. 
Webb relates. “Making the rounds 
of the better houses I contracted to 
clean the Winter’s snow for 15 or 

20 cents a pavement. If 





time than the boy born to 
go to college. A rich 
man’s son starts life un- 
der a handicap. I’m sure 
I would not have gone so 
far if I had not been 
driven by the desire to 
provide for my mother. 

“Necessity inspires am- 
bition.' Need begets the 
desire to do. And the boy 
who. is spurred by neces- 
sity and ambition works 
harder than the fellow 
who has an easy road. 
Then habit keeps a man 
at work when necessity 
and ambition have lost 
their edge. 

“Think of the boys of 
the pioneer days. At 
fourteen they were men. 
They knew their way 
through the woods. They 
could handle a rifle and 
fight off an Indian. Self- 
preservation made them 
men. 

_ “There can be no last- 
ing success without hard 
work. No boy who has 
good stuff in him need 








the snowfall was light I 
could brush it off with a 
broom and make money, 
but when the flakes drop- 
ped heavily I had to hire 
help and was out of 
money. It was a specula- 
tion. 

“I wasn’t getting any- 
where with odd jobs, and 
beginning to think about 
my future, I went to work 
in the country store for 
$2.50 a week before I was 
thirteen. At fourteen I 
was running the place 
when the owner was ab- 
sent. I bought, sold, 
made collections and kept 
the books. By the time 
I was sixteen I was earn- 
ing $10 a week. I had 
now reached my limit of 
achievement in Burling- 
ton! My mother went 
down to Philadelphia 
week-ends to find a job 
for me which would offer 
opportunity.” 

The chief drummer of 
a dry goods house needed 
a boy to open his trunks 








complain of hard work or 
hard luck. Time and op- 
portunity favor him to 
win the race of life. 

“But don’t believe that 
wealth counts for most in 
life. The most successful man is he 
Who makes the most people happy 
and contented.” : 

he speaker is Charles J. Webb, 
President of the Woolen Corporation 
of America, head of Charles J. Webb 
Sons, Philadelphia, and one of the 
Cutstanding leaders of the textile in- 
dustry in the United States, whose 
€xperience covers more than half of 


Charles J. Webb 


President of the Woolen Corporation of America and one of 
the outstanding leaders of the woolen industry, says “Necessity, 
ambition and habit are the lashes to success.” 


earn money for his mother and him- 
self, running errands, sodding lawns 
and picking arbutus in the woods to 
sell to the people of Burlington, N. 
J., where he was born. He also 
worked after school hours in a soap 
factory for twenty-five cents a week. 

A little later he made real money 
in vacation time, picking strawberries 
at $2 a day: for 100 quarts. This 


and care for his samples 
on the road. As a sales- 
man’s “monkey,” with pay 
of $3.50 and “all found,” 
young Webb was ssatis- 
fied to make the change. 
His confidence in himself 
was unbounded. He was certain 
that once acquainted with the cus- 
tomers and familiar with the business 
he would be a chief salesman himself. 
But in Philadelphia a newly-acquired 
brother-in-law gave him a job in a 
small wool business at $6.50 a week. 

“Accepting this was the smartest 
thing I ever did,” said Mr. Webb. 
“Looking back I don’t see how I had 
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Pasturage scene on one of the great western sheep ranches where thousands of animals develop the raw material 


the courage to give up the $10 job 
for one paying one-third less. With 
the need for money so great in the 
family and the desire driving me to 
help my mother, I am amazed that 
I did it. My brother-in-law’s firm 
was a one-man-and-boy office, but I 
was convinced that it would be a 
great chance to learn all about raw 
wool. This led me to make the sac- 
rifice in wages. 

“Soon I became man-of-all-work, 
bookkeeper and salesman. At 18 I 
was a partner. When 23 I went into 
business for myself. Since then I 
have worked through many peaks 
and valleys in the buying and selling 
of wool. 

“Starting for Philadelphia to take 
my first job in the world outside of 
Burlington my mother said: ‘Son, 
try to talk at least once every day to 
a man who knows more than you do.’ 
I tried to do as she suggested. I was 
always friendly with older men be- 
cause I felt I could learn something 
from their experience. 

“Young men trying to sticceed 
should take the advice Lord Chester- 
field passed to his son,” said Webb, 
“that if you would live at ease you 
must learn to please. When I got 
in to see a quiet, reserved man I 
walked deferentially into his pres- 
ence, spoke modestly and waited for 
him to give me his attention. 

“There were other men in the 
trade, however, rough and ready fel- 
lows who had graduated from the 
looms to be mill bosses, and when I 
came to see them I used to throw my 
sample cases into their offices a min- 
ute or two before I appeared, shout- 
ing as I crossed the doorway, ‘Char- 
ley Webb, of Philadelphia.’ They 
were always delighted to see me and 


for winter fabrics 


I got the business. 
rough approach. 

“T failed to get an order one Sat- 
urday morning in New York State. 
Before I left I learned that the old 
man was a deacon in the church. 
Sprucing myself in my best, I at- 
tended service next morning and 
made certain the deacon saw me. I 
called Monday morning and got an 
order. 

“There was a slovenly fellow in 
the back woods whose credit rating 
was high but who hated a man with 
a pressed suit and a pin in his tie. He 
felt that the man must be making too 
much commission. Before I called 
on that customer I would change my 
clothes to match his. Feeling that I 
was not looking down on him he 
would usually buy wool from me. 

“T once sold a man in bed. Com- 
ing to his store I was told that he 
was sick at home. I carried my bags 
to his porch and parked them near 
the door. Going up to his room I 
inquired about his health and found 
that he was not very sick. 

““Wouldn’t it be a great joke if 
you gave me an order,’ I said. ‘Then 
when the other drummers come 
around, you can tell them they’re not 
salesmen, that young Charley Webb 
came to see you in bed and sold you 
all the wool you need.’ 


““But you haven’t brought your 
samples,’ the sick man intervened. I 
told him they were on the porch. He 
didn’t bargain with me and I got a 
large order.” 

Believing that to attract attention 
is the salesman’s first step towards 
getting an order, Webb thinks the 
secret of selling is doing the unusual 
thing. Stories of his great sales are 
current in the trade. - 


They liked the 


When Charles M. Schwab was 
making speeches for the Liberty 
Loan he went to the Union League in 
Philadelphia and to the men crowd- 
ing around him told a story of how 
much easier it is to get a man to do 
what you want when you hold his 
hand. He was holding Charlie 
Webb’s hand at that moment and he 
continued to clasp it as he talked. 

“To start the subscriptions I’ll buy 
$100,000 myself,” said Schwab. 

“You have transferred so much 
enthusiasm to me through your 
hand,” said Webb, “that I’ll buy a 
million.” This was one-tenth of his 
purchases of the war loans. 

“The country has not yet sobered 
up from its war-time jag. Men got 
rich through abnormal circumstances. 
Quick success went to their heads. 
They began to believe that their 
brains, not the war, made them rich. 
Men who were spending $50,000 
now find they have only $20,000 and 
they don’t know how to scale their 


cost of living down,” says Mr. 
Webb. 

“One of the reasons why men suc- 
ceed is that they take account of the 
times. In a period when business is 
bad rich men stop spending. Just 
as they curtail their business expend- 
itures, they cut their personal luxur- 
ies. It takes strength and courage to 
do this, but that is why they remain 
rich. The improvident man impairs 
his capital and when the opportunity 
returns again does not have the 
money to recover his financial power. 


“When I was a boy the idea be- 
came fixed in my mind that observa- 
tion was important. I cultivated that 
quality. I used to walk past store 
windows and then turn back to see 
if I had memorized the contents 
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roperly. I took im a.man at a glance 
and photographed on my mind the 
details of his appearance. And this 
self-training eee me in judging 
sychology of men. 
One of the things I remember 
clearly is a conversation with an old 
man who did not share the general 
fear that machine production, which 
was just then coming in on a large 
scale, would leave no work for thous- 
ynds of people. ‘Luxuries will take 
up the surplus labor,’ he said. If 
we look around, it is obvious that 
what he said was true. 

“Ice once was a luxury. To-day 
+ is common. In the houses of 
clean, decent folks, there is sure to 
bea crinkly spread on the bed. That’s 
a luxury. The automobile is a lux- 
ury. The telephone is a luxury. You 
may say that it has become a neces- 
sity. That is what happens to all 
luxuries in the course of the years. 


Economic Adjustment 


“Tf a machine increases production 
and temporarily puts men out of 
work, the price of the article goes 
down, more people buy it, production 
increases, putting more men to work. 
A high-priced article becomes cheap, 
a luxury becomes a necessity. If the 
price of cotton goes too low, less 
cotton will be planted or a flood like 
the recent one damages the acreage 
and the shortage sends up the price. 

“Conditions in the wool market 
are similar to those in the bad years 
of 1874-79, when trade was in the 
doldrums. The years following the 
Civil War saw a period of inflation 
like that just passed. People bought 
clothing at abnormal prices and in 


greater quantity than usual, but 
stopped buying when depression 
came. 


“During our post-war period work- 
ing men paid high prices for apparel, 
and being flush, bought excessively. 
Men’s clothing styles do not change 
radically. A man can wear a suit 
five years old without being out of 
place. 

“While the clothing business is 
dull, buying of floor coverings is 
brisk. This was true also in ’74. I 
could not understand it then. I felt 
there was some relationship between 
the drop in clothing sales and the 
steady selling of carpets and rugs 
but I did not discover the reason 
until a short time ago. In turning 
the pages of a magazine I came 
aross the statement that 750,000 
young people marry every year. 

_ “When the boys and girls move 
into their new homes it is possible 
for the young fellow to take his old, 
Suits out of the wardrobe, cart them 
to his new dwelling, brush them off 
and wear them, but neither he nor 
she can rob mother of rugs and 


carpets. The new family must buy 
its own.” 





Speaking of the future of textiles, 
Mr. Webb said: 

“In the long run the natural tex- 
tiles, cotton, silk and wool, need not 
fear the competition of artificial 
products like rayon even though the 
manufactured textiles are growing 
enormously in use.” 

He bases his judgment on a wider 
view than the temporary price move- 
ments of a year or a decade. 


Cotton Situation 


“The parlous state of the cotton 
market may be due in a considerable 
measure,” he declared, “to the fact 
that artificial silks have temporarily 
invaded markets held long by cot- 
ton, but the situation is already cor- 
recting itself. Rayon is being used 
to stripe draperies and covers of 
various kinds, giving a silken touch 
to cotton products. 

“A craze for color is sweeping the 
country and the program will be cot- 
ton mixed with rayon for purposes 
in which cotton could not be used 
successfully alone. Necessity is stim- 
ulating the inventive talents of the 
cotton men, and cotton cloths filled 
with rayon will be found suitable for 
purposes where the field was. for- 
merly absolutely closed to cotton. 

“Rayon has been marking time in 
underwear and stockings, where fre- 
quent washing of the fabric occurs. 
People do not handle it properly, and 
in order to meet this carelessness of 
the consumer an educational cam- 
paign is now under way. Because of 
its cheapness it will always be a com- 
petitor of silk. 


Wool and Rayon 


“Experiments are being made to 
combine rayon with carded wool, and 
that is as far as rayon has invaded 
the woolen market. Nothing arti- 
ficial can compete with wool. As a 
fibre it stands alone and has yet to be 
successfully imitated. The quality 
that wool shares with asbestos, that 
of keeping heat in and excluding 
cold, makes it unique among tex- 
tiles. There is no danger of its being 
supplanted by a substitute. The 
wool market is also in a critical state 
but the situation has no relation to 
the competition of artificial textiles.” 


Expert on Wool 


There are 640 different varieties 
of wool in the world, counting the 
sub-divisions, and Webb can identify 
every one. Recently his staff made 
a test, blindfolding him. He emerged 
triumphantly from the trial. 

The biggest single merchandising 
feat ever performed by him was his 
absorption of the khaki goods surplus 
held by the Government at the end 
of the war, without demoralizing the 
market. This was done through the 






1% 


Woolen Corporation of America, lo- 
cated in New York. 

Of nearly 6,500,000 million yards 
of khaki, Webb bought 6,000,000 
yards. His competitors thought the 
man was mad, but he gambled on his 
judgment. It took four years for 
him completely to liquidate these 
purchases but he managed to do it in 
a manner that benefited the Govern- 
ment, the woolen industry, the con- 


. sumer and himself. 


Mr. Webb has been endeavoring to 
educate the wool, woolen and worsted 
industry, which is in a demoralized 
and disorganized state, to the neces- 
sity for co-ordination and has been 
preaching the gospel of intelligent co- 
operation to supplant the present de- 
structive individualism. In further- 
ance of this idea he has been con- 
ducting in the trade press an institu- 
tional advertising campaign on which 
he is spending many thousands of 
dollars yearly, a campaign that has 
elicited widespread attention. 


Medicine for Wool Trade 


“T am urging,” said Mr. Webb, 
“that the various people in the indus- 
try unite to assist each other by an 
exchange of ideas, so that, as in 
other industries, concerted action can 
be taken for the common good which 
will not sacrifice individual prestige 
and profit. 

“A governing authority fully rep- 
resentative of the industry should be 
appointed to formulate the rules on 
which the industry should be con- 
ducted. A Wool Institute should be 
established. 

“Among the steps that could suc- 
cessfully be undertaken are the pro- 
hibition of unwarrantable machinery 
expansion, as the industry suffers to- 
day from too great productive capac- 
ity; acquisition and demolition of 
disused equipment, cessation of 
manufacture of unordered merchan- 
dise, penalization of piracy of styles 
and the creation of a cost system to 
permit of a profit on every yard of 
goods sold and delivered. 


Needs of the Industry 


“In addition uniform sales con- 
tracts should be established, terms 
standardized, contracts enforced, can- 
cellation and returns eliminated, and 
all trade disputes should be arbitrated 
by an authority possessing plenary 
power. 

“These are among the immediate 
needs of the woolen industry and a 
research department should be estab- 
lished for the common benefit of all. 

“While efforts to bring our indus- 
try in line with the more progressive 
industries of the nation have not been 
successful so far, there are indications 
that the trade will, in the not far 
distant future, give effect to the poli- 
cies I have propounded. 


“We must co-operate or die of self 
destruction.” 


HEN Frederick D. Underwood 

retired as president of the Erie, 
President Daniel Willard of the Balti- 
more & Ohio, related at a dinner in 
Underwood’s honor the following in- 
cident which occurred just after Wil- 
ard had landed a 
job in an engine 
house on the Soo 
Line: 

“One day I 
heard it rumored 
that the superin- 
tendent over on 
the Southern Min- 
nesota Division, a 
man named Underwood, was coming 
over to be our general manager. Soon 
I received notice that the ‘old man’ 
was coming out over the line and to 
have everything in apple-pie order, as 
he was very particular. I immediately 
stopped my whole force from doing 
useful and necessary things, and he 
and J spent all our time getting the 
plant in nice shape. 

“There was only one locomotive in 
the house and I was at much pains 
to straighten it up on its springs and 
to have it neat and clean. I had all 
the stovepipes in the house carefully 
adjusted. The pits were all cleaned 
out, the floor was swept and the ‘No 
Smoking’ signs resurrected and plac- 
ed in conspicuous positions. 

“Learning that Mr. Underwood 
would arrive about four in the morn- 
ing, I got up at three. You will see 
how ignorant I was even to imagine 
that a general manager would be up 
and out before daylight to inspect a 
roundhouse! When he did appear, I 
noticed with some concern that he 
walked with his head bent slightly 
forward, giving the impression of 
one engaged in deep thought. I am 
now inclined to think that this atti- 
ude was due to a large and excitable 
boil on the back of his neck. 

“As he approached the engine 
house he remarked that there was too 
much snow against the outside of the 
door and that the house and all its 
contents might burn down before we 
could get the door open and the en- 
gine out. He apparently took no 
notice of the neat and attractive ap- 
pearance of the engine, but as he 
reached the pilot, he stuck his toe 
under the edge, wiggled it up and 
down between the pilot and the rail, 
and ventured the observation that it 
was four inches higher from the rail 
than the rules prescribed. Next he 
remarked that it would require less 
fuel to keep the house warm if I 

















would have a missing window pane 
replaced. Apparently he failed to 
note the perfect condition of the 
stovepipe, but he did not fail to notice 
there was no zinc under the stove in 
my office or the icy condition of the 
steps outside the small door or the 
entire absence of water barrels suit- 
ably placed for fire protection.” 

Shortly thereafter Mr. Willard was 
summoned to the general manager’s 
office—convinced he was to be fired. 
What he learned was that Mr. Un- 
derwood had decided to promote him 
to be trainmaster ! 


Hor she M. DAWES, president 
of the Pure Oil Company, for- 
merly (1923-1924) United States 
Comptroller of the Currency, where 
he had a guiding hand in forming the 
new national banking law, is strongly 
opposed to cen- 





power through 
branch _ banking, 
as practised in 
England and oth- 
er parts of Eu- 
rope and Califor- 
nia. 

: He contends 
that when big banks extend their 
operation into the smaller communi- 
ties and operate in more than one 
city they lose their local identity and 
responsibility for serving the com- 
munity. He argues that many a de- 
serving small town business man, 
who is a good moral banking risk 
and who does not have the collateral 
to justify a cold-blooded business 
loan, would be shut off from such 
business opportunity as his ability 
and good character alone entitle him. 

Mr. Dawes cites his own first ex- 
perience in business. His father died 
leaving him a small lumber business 
and a good reputation, but no liquid 
assets. The young man took his trou- 
bles to the president of the [l*irst 
National Bank who had confidence 
in him, knew that he would make 
good, and loaned him $40,000. The 
business was saved. In reciting the 
episode Mr. Dawes concluded: 

“T have often wondered if I had 
had on that occasion to deal with a 
branch of an institution whose head- 
quarters were 200 miles away, and 
which had little knowledge of. our 
local conditions or of me, whether 
I could have carried on that business. 

“My conclusion is that I would 
have met with about the same suc- 
cess in this loan as would have been 
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the case if I had asked the local raj. 
road freight agent to defer the colle. 
tion of my freight bills for a fey 
months.” 


E. M. COWIE, president of 

e the American Railway Ry. 

press Co. told this story to a grow 

of intimates at the Los Angele. 
Biltmore last week. 

“When I was a youngster, in 
Cleveland,” te 
said, “I was ambi. 
tious to make , 
record. One of 
our customers 
who shipped sev- 
eral truck loadsa 
day sent a pack. 
age of laundry 
which was lost on 
its way to Troy. 

“We did everything but failed to 
recover it and he was asked to place 
a value on it. The laundry was not 
of great importance, he said, but 
explained that he had forgotten to 
take out a valuable set of studs 
which he valued at $250.. 

“This was not an _ unreasonable 
amount for a man in his position, 
but it looked like a lot of money to 
a Scottish lad, and I determined to 
try to save it for my company. The 
claim was allowed, but by a stroke of 
luck the same day the package was 
returned. 

“Without saying anything I had 
the studs appraised at a jeweler’s 
He said they were worth about $3.50. 
Feeling that I was rendering my 
company a great service I took them 
to our manager and explained. 

“He was a canny executive,” Mr. 
Cowie continued “who saw both sides 
of every question. He looked me 
in the eye and handed back the studs. 

“‘*That was good work, Bob,’ he 
said, ‘but stop and think a minute. 
That man’s business is worth a lot 
more to us than $250. You keep the 
studs and we will send him his 
check.’ ” 

It takes quick thinking to know 
when it is good business to lose 
money. 

















IS health having given way; 
H commander Mauras of the 
S. S. France, just before his recent 
farewell voyage to New York, con- 
sulted a physician who did not have 


* the pleasure of knowing him. 


“Your system is run down,” said 
the medical oracle to the veteran cap- 
tain. “What you need is a sé 
voyage”! 
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How The Big 


Business 


Leaders Keep Fit 


Necessity for Regular Exercise Recognized by Most Successful of Our Modern 
Industrial and Financial Giants—Choose the Form You Can Get Most 
Fun out of—The Leaders Outline Their Choices for Forbes 


health is the discovery that it 

is not necessarily a gift or a 

luxury but something which can be 
earned. 

Muldoon, still an alert and erect 

athletic figure, years ago established 


T most modern thing about 


) his health farm which became a 
| famous place of regeneration of dis- 


tinguished men. There have always 
been sanitaria and healing springs. 
The baths of Germany, the waters of 
Vichy, other spas of Europe, Hot 
Springs and other retreats in the 
United States, the Cote d’Azur, the 
shores of Florida and California and 
Hawaii have long attracted those 
who could afford luxurious asylum 
from the dust of cities. 
The new gospel of good health, 
| however, does not require wealth and 


» leisure. 


Banker Chops Wood 


ERCY H. JOHNSTON, pres- 
ident of the Chemical National 
Bank of New York, whose photo- 
graph at his favorite exercise ‘will 
appear in the second instalment of 


p this series, could, as a banker of 


national standing and wealth, indulge 
in any favorite exercise and sport as 
a matter of practice. However, Mr. 
Johnston keeps fit by chopping wood, 
a form of exercise open to the low- 
liest. President Johnston buys logs 
and sets to work to saw and split 
them into fire wood. 

A golfer, too, long president of 
the Montclair (N. J.) Golf Club, 
he finds 
physical exercise on the links, as 


pleasure and _ profitable 





By Otto Stepat 


many other leaders do; but his sys- 
tematic and dependable exercise for 
years has been chopping wood. Since 
boyhood he has known no physical 
ils. 
Golf Leads 

It has been emphasized in England 
that the battles of that people were 
won on the cricket field. Golf, of 
course, shares with other forms of 
sport in keeping the British and other 

















George F. Baker 


President of the First National Bank, 
New York City, at the age of 80, plays 


golf at Asheville 








prominent people prepared for the 
strenuous labors of war or industry. 

It is virtually a common conces- 
sion in America that a man without 
proper physical foundation cannot 
arrive, or that if he does arrive, his 
career will be short-lived. He goes 
under when the crisis comes. 

John D. Rockefeller, now nearing 
the nineties, was reported some years 
ago to be living on milk and brown 
bread. The editor of Forbes, being 
Mr. Rockefeller’s guest several years 
ago, took occasion to correct that 
misapprehension, explaining that at 
the table Mr. Rockefeller ate the 
same kind of things as his guests 
enjoyed nor differed from them in 
the quantity of things consumed. He 
did, however, choose a simple des- 
sert. 

Two of the five rules of health 
which Mr. Rockefeller long ago 
adopted as his gospel provide for ex- 
ercise and sleep in the fresh air, a 
program open to all. 

It is peculiar to the leaders whose 
pictures appear here that they take 
their exercise in the open. There is, 
however, a remarkable movement 
providing for exercise under roofs in 
some of the big cities. The number 
of institutions of this sort started 
within recent years indicates a lively 
awakening to the importance and 
possibilities of health. 

Charles H. Sabin, chairman of 
the Guaranty Trust Company of 
New York, another photograph of 
whom will follow, is a great be- 
liever in play. His own favorite 
exercise is golf, but he is interested 

























in other sports and is shown encour- 
aging boys engaged in athletic con- 
tests 

An interesting story told in con- 
nection with Mr. Sabin’s rise in the 
banking world is that years ago, 
when he was a clerk in a produce 
office at Albany and had attained 
local distinction as a baseball player, 
the crack team of Albany made up 
of bank clerks was challenged to a 
championship contest. This team 
wanted Sabin, but the rules limited 
membership to bank clerks. That 
problem was solved by getting the 
young clerk a job in a bank. 

Thus began in athletics the bank- 
er’s career which was destined to 
build up the biggest trust company 
in the United States. While Mr. 
Sabin’s present delight is golf he has 


been a polo player and is still a horse- 
man. 


Business and Athletics 


NE of the pictures in this arti- 
shows Eugene G. Grace, presi- 
dent of the Bethlehem Steel Com- 
pany, swinging a golf club. This 
picture, like the others, was taken for 
Forbes. 
President Grace, who has been 
described as the highest-paid execu- 
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Left to right: Walter C. Teagle, presi- 
dent, Standard Oil Co. of New Jersey; 
E. G. Grace, president Bethlehem Steel 
Co.; Charles E. Mitchell, president, Na- 
tional City Bank, New York. Lower 
left: Elbert H. Gary, chairman, U. S. 
Steel Corp. These pictures were made 
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tive in America is a hustler of hust- 
lers, on the jump every second. His 
movements savor of lighting. His 
sustained effort amazes his associates. 
‘¢While at college I attached as much 
importance to developing my body as 
to developing my mind,” he says. “I 
deliberately went in for athletics on 
a liberal scale, and threw myself into 
gaining skill at them with as much 
zest as I pursued my studies.” 


An Expert Golfer 


Young Grace captained a baseball 
team which had the record of beating 
all opponents. He takes physical 
culture as seriously as he takes busi- 
ness. His habit is to take a profes- 
sional golfer with him when he goes 
on golfing vacations—he is almost as 
expert a golfer as he is an executive, 
Grace’s motto being, ““What’s worth 
doing is worth doing well.” The 
net result is that Grace’s muscles 
suggest the metal his company pro- 
duces. ue 

A leading figure in the World 
War, as well as a constructive in- 
fluence in times of peace, is General 
Atterbury, president of the Pennsyl- 
vania Railroad. In a photograph 
especially taken for Forbes, General 
Atterbury is shown at his favorite 
sport, golf. 


OR more than 25 years, 
Hale Holden, president of the 
Chicago Burlington & Quincy Rail- 
road, has ridden horseback every 
morning between 6 and 8 o’clock. 


specially for Forbes 


The Burlington head’s first riding 
was in Kansas, where his father 
owned a 6,000-acre ranch. Young 
Hale rode over these acres. He 
learned a lot about horses, growing 
up in the saddle until the time came 
for him to go East to college and 
law books. 

“TI think the present period of life 
is the sanest we have had from a 
physical viewpoint,” Mr. Holden 
says. “When I left college there 
was nothing for one to do in sport. 
We were supposed to go into busi- 
ness and drop all playing. Men be- 
came old before their time. At 60 or 
65 a man was supposed to be ready 
for the fireside; while nowadays a 
man is going strong at 65 or 70, due, 
in my opinion, entirely to the change 
in the manner of living. Everybody 
now does something outdoors. Golf, 
of course, has become national and 
has almost regenerated the race. 
There is more walking and outdoor 
life in general, and statistics show 
that during the past twenty-five years 
the average life has been lengthened 
considerably.” 

Judge Gary chairman of the 
United States Steel Corporation 
said: “I attribute my good health 
to my early experience on my fath- 
er’s farm, to good habits, outdoor 
exercise, to a disposition philosophi- 
cally to accept the inevitable and to 
insisting upon a reasonable amount 
of sleep. 

“A farm is a good place on which 
to be born and raised. As a rule, 
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the locations of farms are healthful, 
the regimen is desirable, the associa- 
tions and habits are unobjectionable. 
I am sure that my experience on the 
farm during my younger days has 
been beneficial to me during my 
whole life. I do not expect to live 
one hundred years, but I would have 
no objections to it.” 

In the pictures supplied by Judge 
Gary to Forbes, the eminent indus- 
trialist is shown with his animals on 
his Long Island farm. 

The Alexander Hamilton Institute, 

















Charles H. Sabin 


Chairman of the Board of the Guaranty 
Trust Company of New York 


whose courses include the develop- 
ment of the complete executive, has 
much to say about health. Declared 
Joseph French Johnson, famous 
founder of the Institute: 


A Business Asset 


“No argument should be needed 
to convince any man that health and 
a good physique are business assets. 
If a reader is sceptical, let him at- 
tend a meeting of successful business 
men in one of our large cities, or get 
statistics of the physical measure- 
ments of our foremost bank and rail- 
road presidents. The men of power 
in Wall Street are nearly all big and 
strong. The leading merchants and 
nanufacturers of New York City, as 
they gather at a meeting of the 
Chamber of Commerce or of the 
\ferchants’ Association, make an im- 
pression of physical vigor and energy 
that could not be equalled by a con- 
vention of farmers.” 

It does not matter much what set 
Of exercises a man adopts if only 
they bring into play all the muscles 
it the body. That, the experts say, 
is absolutely essential. In no other 
Way can the human-machine be kept 





clean inside and out; and cleanliness 
of that kind is the secret of health. 
The exercise must be regular. At 
least half an hour a day should be 
given to it, and not a day should be 
skipped. If a man is traveling, he is 
urged to invent substitutes for his 
home exercises and so let his muscles 
know that he is not forgetting them. 
If he rides in a Pullman car, it is set 
forth, he can exercise in his berth. 


Setting-up Exercises 


Many people declare that they can- 
not bear to do lonely exercises in 
their rooms. They are making an 
excuse for laziness. They do not 
realize that setting-up exercises, per- 
sisted in month after month, will 
give them far more pleasure than 
they get from their breakfast. 

There is an “Athletic Library” 
which contains pamphlets on health 
and exercises. Setting-up exercises 
are found in a book issued by the 
War Department, entitled “Manual 
of Physical Training for use in the 
United States Army.” Sanford Ben- 
nett of California invented exercises 
which can be done while in bed or in 
the berth of a Pullman car. 

His method is simply the using 
of a systematic series of contractions 
and alternate relaxations of every 
large muscle or sets of musces of 
the body. 

Just as engineers and expert ma- 
chinists, employed to care for the in- 
tricate machinery of a great ocean 
steamship, are forever polishing up 
and looking after the various. details 
of that machinery, so the complicated 
machinery of the human body must 
be assiduously and __ intelligently 
cared for, or it will surely deterior- 
ate. 

The love of executives for athlet- 
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ics and the tendency toward its thor- 
ough indulgence, as typified in the 
photographs published’in this arti- 
cle, are likewise resulting in the 
granting of more vacations with pay, 
for employees. The athletic charac- 
ter, too, of executives tends toward 
an increasing attention to the current 
sport of employees, and the belief 
that a worker who does not play 
cannot be 100 per cent. efficient in 
body or mind is found to hold good 
for the employee as well as for the 
executive. 

















W. W. Atterbury 


President of the Pennsylvania Rail- 
road Co. 


It is becoming recognized that 
large scale success is in no minor 
degree dependent upon exercise. 

A Wall Street bank president once 
said to the editor of Forbes: “In 
picking a man for a highly responsi- 
ble executive position, I always take 
into account both his physical condi- 
tion and his physique. Unless he has 
built a strong, healthy body, I don’t 
want him.” 

Coleman du Pont, whose successes 
have been as many as they are mas- 
terful, early learned to lay founda- 
tions for health. At college he was 
stroke of the crew, captain of the 
football eleven and the baseball nine. 
He made a running record in 100 
yards. He was an expert swimmer 
and held his own in boxing and 
wrestling. He has broken bronchos 
and otherwise shown cowboy skill. 

These are samples of some of the 
men who have made and are making 
the grade in America. 

In this copy of Forbes we have an 
article by President Patterson of the 
National Cash Register Company, 
where health has been one of the out- 
standing items in the welfare pro- 
grams of the organization. 
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Louisville’s Comeback and the Lesson 
It Offers Other Cities 


A Great Distillery Center, Supposedly Facing Ruin Because of Prohibition, Dis- 
covers Its Capital Released for More Constructive and Profitable Ventures and 
Finds Unprecedented Prosperity—But It Did Not Just Happen— 
Scientific Development Supplanted Archaic Boosting Propaganda 


r [ writer is not a prohibition- 
ist. But facts are facts. 
Louisville, Kentucky, is real. 

Her present unprecedented pros- 
perity is real. And this is the real 
story of how it came about, written 
in all confidence that Forses readers 
want the facts, let the arguments fly 
where they may. 


Only a few years ago Louisville 
was the headquarters of John Barley- 
corn, the home of thirty or more 
distilleries, six or seven of them 
among the largest in the world. It 
was not, however, a typical indus- 
trial city; for the distilleries, while 
they were great businesses and em- 
ployed much capital, did not give 
employment to many workmen. A 
large plant, in fact, could be operated 
by 25 or 30 men. 


The Old Days 


There was admittedly great wealth 
in Louisville. It was a city of mag- 
nificent mansions, the gayest sort of 
social life, horse-racing and hospital- 
ity. If it did seem a little quiet, in- 
dustrially speaking, it made up for 
that in good old Southern charm. 

There were industries, of course— 
important industries. And there was 
a Board of Trade that was constant- 
ly agitating the industrial point of 
view. But the liquor interests seemed 
to dominate, and the liquor interests 
were not keen to make Louisville a 
great industrial center. 

There was no concerted movement 
to keep industries out. A new con- 
cern could locate there if it wished— 
but if it happened to need capital, it 
was next to impossible to get it 
locally. Local capital apparently was 
about all tied up in the distillery 
business. 


Although the payrolls were light, 
it required enormous capital to run a 
distillery successfully. The labor of 
the workers had little to do with 
fixing the value of their product. 
That value was created artificially by 
government regulation and taxation. 
To make whiskey required very little 
capital ; but to make it and dispose of 


By Charles W. Wood 


it under the prevailing license sys- 
tem required a great deal. Louis- 
ville became so used to the system 
that warehouse receipts were almo:t 
as negotiable as government notes. 


Position of the Distillers 

The big distiller who could 
command large capital was not 
governed by the same _ economic 
pressures which often tormented 
great industrial leaders. He did not 
have to discover ways to make 
whiskey cheaper or to furnish more 
intoxication for the money than his 
competitor was furnishing. All he 














T. B. Wilson. 
Vice-president and general manager of 
the Louisville Gas & Electric Co., and 
prime mover in a $600,000 advertising 


fund for Louisville 


had to do was to sit tight, providing 
conditions did not change, and to con- 
tribute generously to such move- 
ments as might tend to preserve the 
Status quo. 

He need not, of course, engage in 
bribery or corruption. But he was 
the beneficiary of privilege—and th2 
man who was making barrels of 
money out of special privilege fre- 
quently felt it almost a duty to spend 
it by the barrel. The distillers of 
Louisville were her most highly re- 


spected citizens, philanthropic, pub- 
lic-spirited and good to the poor. 

Incidentally, one did not have to 
look far in Louisville in those days 
to find poor to be good to. Poverty 
has not even yet been abolished, bu: 
the situation has  marvellously 
changed. 

In 1916 the Louisville Board of 
Trade launched a great agitation to 
convince the city that all was not 
well with its economic life. The dis- 
tilleries might be all right and the 
Derby a grand institution; but these 
things could not support Louisville. 
To keep pace with the prosperity 
elsewhere, it was pointed out, Louis- 
ville people must create more wealth. 
In other words, more industries must 
be brought to town. 


An Industrial Foundation 


That may seem like old stuff, but 
the Board of Trade gave it an entire- 
ly new twist. It did not go in for 
aimless boosting but proposed that a 
million dollars be raised by popular 
subscription to establish an Industrial 
Foundation to lure to Louisville the 
exact type of industrial enterprises 
which Louisville needed most. 

A little more than a million was 
actually subscribed, to be paid in 
ten semi-annual payments. Three 
thousand individuals and organiza- 
tions that participated received 
nothing in return except “stock” ‘n 
the Louisville Industrial Foundation, 
stock that could pay no dividends. 
The Foundation, under the articles 
of incorporation, could make no 
profits. 

More than $874,000 was eventually 
paid in, and no additional subscrip- 
tions have yet been called for. This 
fund has been working for eleven 
years now; and although it suffered 
serious losses-during its experimental 
years, it is now practically intact_and 
bids fair to increase as the years 20 
by. 

The Foundation, it mmust be re- 
membered, was in no way hostile to 
the liquor interests, and it might have 
brought more distilleries to Louis- 
ville if things had not turned out as 
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they did. All the banks, with one 
exception, subscribed to the fund. 

_ The Foundation had barely organ- 
ized for work when the World War 
broke out. Louisville did not go in 
strong for war industries. She went 
in rather for hospitality, as thousands 
ot dough-boys quartered in that 
vicinity well remember. When the 
camps were abandoned and _ the 
soldiers mustered out, Louisville had 
not made much money but she had 
made a lot of friends. 

But things were pretty blue after 
the soldiers left. Their trade had 
helped things quite a little, even if 
it was altogether contrary to the 
Louisville spirit to think of things 
that way. 

And then came Prohibition. At 
one fell swoop Louisville’s greatest 
industry, financially speaking, was 
wiped out. 

Can you imagine what it meant to 
a great, proud city to have its 


mightiest enterprise shut down by 
law? 

Well, Louisville has increased in 
population by approximately 100,000 
since the great “blow” fell. There 
were more than 5,500 vacant houses 
in the city in 1921. Now, in a 
single year, accommodations for 
4,000 new families are being built. 
Three hundred new industries have 
located in Louisville, sixty of them 
directly sponsored and aided by the 
Louisville Industrial Foundation. 

True, there is more noise than there 
used to be. There is an awful lot 
of riveting, for instance, with $11,- 
000,000 going into new buildings in 
just four months. 

But there is no boom. Louisville 
has done what she has done in 
decency and in order. She has 
remained Louisville throughout, 
specializing always in hospitality and 
Kentucky culture rather than in blare 
and blah. She has lost none of her 
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charm, and she has not abandoned 
her old traditions. 

The old wealth is there still, and 
the old social magnificence. But 
there is new wealth also, wealth 
which is appealing to everybody to 
come in and participate. The 


grandeur of the old houses has not 
been marred by the hundreds of less 
expensive but fascinating new homes 
now appearing everywhere — homes 
of workingmen, a lot of them, of 
workers who can bank on steady 


Above is an airplane view of the Ohio 
River waterfront with the business dis- 
trict of Louisville extending back from 
the railroad terminal. At left are the 
freight yards with the Western industrial 
district in the background. Below is a 
portion of the great Byllesby dam now 
under construction 


jobs under better conditions than 
Louisville ever knew before. 

Prohibition did not bring about the 
change. But Prohibition, as any 
business man in Louisville is likely 
to tell you, played a most dramatic 
part in the transformation. The 
change was probably brought about 
in 1916, when the Board of Trade 
woke up Louisville to the necessity 
of turning over a new leaf. But it 
was not until Prohibition came that 
the leaf was actually turned. It was 
not until then that the work of the 
Louisville Industrial Foundation 
could be fully appreciated. 

What Prohibition did was to re- 
lease for use in modern industry the 
capital which had been tied up in the 
distillery business. Of course it al- 
so released the wages of thousands 
of workingmen to buy things needed 
in their homes instead of what they 
had been buying in the saloons. But 
that happened all over the country 
and is not peculiar to Louisville. 
The peculiar thing about Prohibition 
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in Louisville is that it did the very 
thing which it was supposed to un- 
do. It was expected to shut down 
her leading industry. Instead, it shut 
down an. industry which had been 
dragging and made it possible for 
more vigorous industries to rise in 
its place. 

How much human service did the 
distilleries actually perform? 


What Is the Answer? 


That is the economic ask-me-an- 
other which is most in vogue in 
Louisville today. Prohibitionists say 
they gave no service and that the 
product they distributed represented 
worse than a total loss. Antis re- 
fuse to concede that. A service, they 
say, is the satisfaction of a human 
want;. and if people want booze 
more than they want other things, 
the industry which gives it to them 
is rendering a service. 

But both seem to agree that the 
distilleries did not render the ‘degree 
of service, in proportion to the 
amount of capital employed, which 
the industries now employing that 
capital are rendering. For one thing, 
they did not hire many workers. For 
another, their system of distribution 
was not a natural one; and the prod- 
uct, such as it was, was not being 
delivered to the consumer in the most 
expeditious way. The capital then 
employed was not employed mostly 
for production or distribution but to 
maintain a great, cumbersome, costly 
political overhead. 

There is bootlegging in Louisville 
to-day, of course, and the cost of 
production and_ distribution has 
multiplied while the product has un- 
speakably deteriorated. But boot- 
legging is not an industry and is not 
regarded as such. The bootleggers 
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Rail earnings are slowing down. 
£3 
Cotton growers should be satis- 
fied if recent prices hold. 
: ey 
Dear corn will mean dearer ham 


and bacon. 
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Beware of overboomed stocks. 


* *& © 
One thing the matter with agri- 
culture: Politics. 
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Stiff money is improbable. 
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There are at least a few more men 


than jobs. 
* * x 


Are the Russians nearing the end 
of ther financial tether? 
‘= 
A prediction: Our next war will 
be an automobile war. 
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Congress will bark more than bite. 
ie 
A coming sign: “Roof to Let.” 
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Think twice before buying bonds 
issued by foreign dictators. 
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Editorials 


California has more than 400 
branch banks. Enough, surely. 


* * Xx 


Road-building is active. That's 


progress. 
* * * 


In industry the rich are getting 
richer, the poor poorer. 


a oe 
A political guess: Tariffs will 
figure more than prohibition. 
x * x 


It’s a bnyer’s market in most lines. 
‘. eo 


“U. S. has 864 Airports.” 


York, please note. 
* * x 


New 


Oil will not always be in over- 
supply. 
* > * 


The outlook doesn’t suggest taking 
things easy. 


: * 2 
“Bank Deposits Reach Record.’ 
és % 


That may be bullish or it may be 
bearish, 
ee 


Looks like Cal must be coaxed. 








of Louisville, at best, are not aiming 
to supply the country, and not much 
local capital is being diverted for 
their purpose. 

Visitors from New York are 





ro 














A view showing the Southern section of Louisville’s industrial district 


on the outskirts of the city 





likely to be surprised in Louisville bv 
meeting so many Wets who are Dry. 
But there is no hypocrisy about it. 
They are not merely politically dry. 
They are economically dry. They 
are not sore at booze but they are 
sour on the booze business. If booze 
ever comes back, they don’t want it 
manufactured in Louisville. They 
want Louisville capital devoted, as it 
is to-day, to businesses free to oper- 
ate on business principles. 

The Louisville Industrial Founda- 
tion set the pace in bringing this type 
of business to Louisville. It had 
nearly a million dollars at its com- 
mand when the ten semi-annual sub- 
scriptions had been paid in; but it 
did not act hurriedly. It was eager 
for industries and it had the money 
to help some of them to get a good 
start. But what kind of industries 
did it want and what ones would it 
feel justified in helping? Those were 
big questions and they could not be 
settled at once. 

The fund was directed by a board 
of fifteen leading citizens, all acting 
without pay. The only paid officer 
is the secretary, Frank B. Ayers. 
The office force is very small and 
the overhead light. Secretary Ayers 
is a devoted soul to whom Louis- 
(Continued on page 41) 
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How Successful Salesmen 


Are ‘Trained 


One of the Most Efficient Systems for Making Star Salesmen—History of the Sales 
School and Salesmen’s Conventions—Essential Qualifications for a 


Successful Applicant 
By F. B. Patterson 


President, National. Cash Register Company 


HEN my father, John H. 
W Patterson, founded the Na- 

tional Cash Register Com- 
pany forty-four years ago, it was 
the belief of the business world that 
salesmen are born, not made. It 
was supposed that mankind was di- 
vided into two classes: Those, who 
could sell and those who couldn’t, the 
latter class composing 99.44 per 
cent. of the population. 

In those days, there was an as- 
sumption that salesmen, like orators, 
poets, actors and other geniuses re- 
ceived their gift from divine sources. 
If the afflatus did not come from 
heaven, there was no earthly means 
of acquiring it. 

Making Salesmen 


But my father never accepted this 
belief. He held that salesmen could 
be made, just as machinists, street 
car conductors, cooks, lawyers, car- 
penters, farmers and other artists, 
artisans and tradesmen are made. 
And almost from the beginning of 
the company he put his belief to the 
test by making salesmen. 

For a long time after the business 
was started the output averaged less 
than two machines a day. Even in 
those days the company had a sales 
problem. While it might seem to be 
an easy matter to sell two machines 
a day, it must be remembered that 
in 1886 the cash register was entirely 
unknown. There was no demand for 
it. The need for it was not recog- 
nized. Business men who were ap- 
proached regarded it as a_ super- 
fluity. 

To market cash registers in the 
face of this indifference and hos- 
tility required sales effort of the most 
intensive sort. An ordinary sales- 
man could make no headway what- 
ever. To break down the monu- 
mental resistance to the cash reg- 
ister, required all the qualities of 
courage, persistency, persuasiveness 
and ingenuity a salesman could com- 
mand. 

Since only exceptional men could 
qualify, it is natural that many of the 
salesmen that the founder hired dur- 
ing the first few years should fail. 
Some of them succeeded, however. 
Chat gave him an idea. The mei 


who succeeded in selling machines 
did so, not because of any mysterious 
powers which they possessed, but be- 
cause of the methods and arguments 
which they used. Apparently they 
had discovered a plan of procedure, 
perhaps you might call it a technique, 
which was effective in getting mer- 
chants to buy a machine. 








Qualifications for 
A Salesman 


R. PATTERSON has 
4 followed his father’s 
lead in applying systematic 
principles to development of 
his sales force. “Essentially,” 
he says, “the successful sales- 
man is not born, but made. 
Still there are certain inherent 
qualifications which a man 
must have before he is even 
satisfactory raw material to 
be worked with. 

“The attributes for which 
we look are four: Health, 
Honesty, Knowledge and 
Courage.” 




















Systematic Education 


My father reasoned that it ought 
to be possible to chart the methods 
of the successful salesmen. Once 
their methods were classified, it 
should be easy to teach them to other 
salesmen. There seemed to be no 
reason why all salesmen should not 
use the methods that the good sales- 
men found so resultful. 

Thus sales training came into ex- 
istence. While it is probable that 
many other business men may have 
recognized the fact that to sell 
effectively all a salesman has to do is 
to master a technique which was 
worked out by other salesmen, the 
National Cash Register Company is 
generally given credit for having 
made the first serious application of 
this principle. From this discovery 
has sprung the sales manual, the 


correspondence school of salesman- 
ship, the sales instructor, the sales 
school, the sales convention and a 
number of other institutions and ac- 
tivities that are now so commonly 
employed by business men. 

All of these institutions have th 
common purpose to make known to 
all salesmen the discoveries and 
methods of the most successful 
salesmen. Making salesmen through 
these various instrumentalities fcr 
self-improvement now seems like 
such an obvious thing to do that it 
is difficult for us of the present gen- 
eration to realize that only forty 
years ago these training methods did 
not exist. 

From its very inception the Na- 
tional Cash Register Company en- 
gaged in some form of sales training. 
At first the methods used were 
simple. They consisted for the most 
= of meetings. The salesmen in a 

istrict got together occasionally and 
swapped experiences. In this way 
the younger men, or the men who 
were not doing well, learned their 
weak points and gained ideas as to 
how they could remedy them. 


The Sales Manual 


I think the sales manual was the 
next development. The sales manual 
is another means of swapping ex- 
periences. But instead of being a 
record of all experience, it is a rec- 
ord of only successful experience. 
As soon as the company determined 
the best way to sell its product, that 
method was described and put in a 
printed manual for the benefit of 
all the salesmen. This manual made 
available for all salesmen a detailed 
account of the selling technique of 
the star men. Of course, the manual 
is changed from time to time, as we 
improve our selling technique or 
make improvements in the product, 
but essentially the book we are at 
present using does not greatly differ 
from the first N. C. R. manual. 

As early as 1894 the company 
started the school plan of sales train- 
ing. On April 4th of that year our 
first school was opened in a little 
cottage near the Patterson home- 
stead. It was attended by thirty- 


(Continued on page 24) 
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“With all thy Getting, get Understanding”’ 


Fact and 


By B. C. 


With few exceptions America’s very largest enter- 
prises are headed by presidents who live for their work. 
Walter S. Gifford, the 42-year-old president of the Ameri- 
can Telephone & Telegraph Company, with its 300,000 
employees, is and always has been 


ar a glutton for work. He has no 
LIVE FOR hobbies outside his family. James 


THEIR WORK A. Farrell, president of the United 


States Steel Corporation, works anywhere from ten to 
twelve and even fourteen hours a day and has done so 
for many years. His hobby, learned from his skipper- 
father, is boats, but he finds relatively little time to de- 
vote to his favorite recreation. Alfred P. Sloan, Jr., 
president of General Motors, has no hobby outside of 
his job. He works at high pressure practically day and 
night notwithstandimg that years and years ago he reached 
the millionaire class and has far more money than he or 
his wife could ever spend—he has no children. Until 
recent years, Henry Ford was completely immersed in 
his business. 

Perhaps the most successful American shipping com- 
pany is that owned by the veteran Robert Dollar, who 
runs the only round-the-world passenger and freight serv- 
ice. “My hobby always has been my work,” declares Mr. 
Dollar. George Eastman during his most active years 
knew no hobby but photography, and that was also his 
work. John D. Rockefeller’s attentiveness to business 
during his climbing years is familiar to every school boy. 
Andrew Carnegie was an exception ; quite early in his steel 
making career he contrived to devote much time to travel 
and to other forms of pleasure. 

Louis F. Swift, president of Swift & Company, the 
world’s largest packers, has never known anything but 
the hardest of hard work—and he still keeps at it as 
strenuously as ever. During the first ten years he was 
upbuilding Bethlehem Steel, Charles M. Schwab gave 
up every other interest. The go-getting Van Sweringen 
brothers, so far as I know, have no other interests except 
their vast ambitions. Another towering giant who works 
day and night is Sidney Z. Mitchell, president of Electric 
Bond & Share, and interested in a hundred other utility 
enterprises. 

Charles E. Mitchell, president of America’s biggest 
bank, is one of the most dynamic men of to-day, but being 
of the younger school, he somehow contrives to find ade- 
quate time for recreation. So does Clarence Dillon, who 


has become so outstanding a figure in Wall Street’s world 
of finance. 

We may or we may not think that it is particularly wise 
for men to give up everything for their work after they 
have passed middle-age; but when it comes to investing 
one’s money, it is a good plan to select securities of a 
company that has such a man at its helm. 





Comment 
Forbes 


Is Henry Ford ignorant concerning certain unpleasant 
conditions existing in his plants? Several of the many 
Ford employees who have complained bitterly express the 
view that Mr. Ford personally is unaware of what goes 


IS FORD on. They cannot believe he would 
IGNORANT sanction certain of the harsh tactics 
OF FACTORY ; 

CONDITIONS? used by men holding responsible 


positions, especially foremen. It 

was hard to accept any such assumption before Mr. Ford’s 
confession that he didn’t know until “recently” anything 
about the long series of vicious anti-Jewish articles ap- 
pearing in his own publication. The possibility that he is 
equally unfamiliar with the treatment accorded many of 
his own workers must now, however, be recognized. 

Having conducted housecleaning in his role of pub- 
lisher, will Mr. Ford now please investigate personally 
the complaints coming from his own workers and set con- 
ditions right? 

* + @ 

Don’t keep your mind so open that you can’t close a 

deal. 


a 


The ship that has steam can pass the one that hasn’t. 
* * * 


Morning meetings of salesmen are coming rapidly into 
vogue. Main offices and branch offices of progressive 
companies are finding that getting all the salesmen to- 
gether before they start out each morning helps to in- 
crease the men’s enthusiasm, de- 


MORNING we fe ‘6 
MEETINGS termination, courage, ambition. At 
HELP such gatherings the wise sales man- 
SALESMEN 


agers encourage those having the 
best record the previous day to take the floor and tell 
how they did it. Tales of woe are listened to only when 
it is figured that suggestions can be offered for over- 
coming the particular obstacles ericountered. A salesman 
plodding alorig alone, especially away from headquarters, 
loses the encouragement and the esprit de corps gendered 
by get-togethers with fellow-salesmen wrestling with the 
same problems. 

Does it not stand to reason that a salesman who takes 
part every morning in a pep-up session is likely to begin 
his day in a more vigorous and resolute frame of mind 
than the man who crawls out of bed at the last moment 
and starts trudging his daily round without any mental 
stimulus? As a by-product, morning meetings develop 
the habit of punctuality. And, of course, they afford 
sales managers unrivalled opportunity for keeping closely 
in touch with their men and of sizing them up. Reports 
are necessary and useful. But they don’t compare with 
face-to-face and heart-to-heart daily talks. 

“ 3.6 


A train wouldn’t get far if it didn’t stick to its rails. 
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HE seventh genera- 
7 tion of du Ponts, 
now -running the 
family business, are rap- 
idly becoming the most 


influential and powerful 
family in American indus- 








The du Ponts: 
Watch Their Growth 


likely to be carried out. 

Mr. du Pont’s ambitions, 
I understand, do not lie in 
any such direction. He 
handed over the presiden- 
tial reins of General Mo- 
tors to Alfred P. Sloan, 














try.. ‘Their wealth, while 
not yet equaling that of the 
Rockefellers and.the. Fords, probably ranks with that of 
George F. Baker and Andrew, W. Mellon. 

Other generations of du’Ponts did big things. But the 
present generation is accomplishing a diversity of achieve- 
ments not equaled by any other present-day individual 
or family. “Aa 

“The du Pont company is entitled to the credit of sav- 
ing the British army,” was the emphatic statement made 
by General Hedlam ‘of the British army, and head of the 
British “Munitions Board. Lord. Moulton declared that 
the British and French armies could not have held up 
during 1915 had it not been for the powder supplied by 
the du Ponts. No less than 40 per cent. of the total 
explosives made throughout the war for the United 
States and the Allied nations was furnished by the 
du Ponts. And not one pound was rejected as failing to 
meet standards. 

E. I. du Pont de Nemours & Co., now about a hundred- 
and-twenty years old, has gross assets of $350,000,000 
and its stock has recently sold above $270 a share. 


8 Yeon most gigantic peace-time achievement of the 
du Ponts has been the transformation of General 
Motors from a struggling concern, whose shares were 
selling at only a few dollars seven years ago, to the most 
spectacularly successful enterprise in the world. Its 
profits during the first half of this year were just under 
$130,000,000. Its 8,700,000 shares have been selling 
around $225, or a total of $1,957,000,000. . During the 
last twelve months it has marketed 1,500,000 automobiles 
of a greater total value than ever reached by any other 
motor manufacturer. Its business is running at the rate 
of well over $1,000,000,000 a year. Its assets total 
$970,000,000. It employs approximately 175,000 work- 
ers. Wall Street reckoned the value of last year’s cash 
and stock dividends at $500,000,000. 

The du Ponts own practical control of this mammoth 
corporation. 

Now comes the announcement that they have begun 
acquiring a substantial interest in the United States Steel 
Corporation. Du Pont de Nemours has purchased $14,- 
000,000 worth of Steel common—114,000 shares at an 
average price of $122.80, according to the du Pont com- 
pany’s semi-annual statement. As the du Ponts usually 
follow through whatever they start, the likelihood is that 
they will become very large owners of Steel stock and 
receive representation on the Steel Corporation director- 
ate. 


UMORS, however, that Pierre S. du Pont, who 
took hold of the General Motors presidency and 
piloted that corporation to success, is slated to succeed 
Judge Gary as head of the Steel Corporation, are little 


Jr., in 1923 and took the 
less active position of 
chairman because he desired to lighten his workaday 
business burdens in order to devote himself to other 
things which interest him, including education and _phil- 
“anthropy. 

There are three du Pont brothers now directing the 
parent—originally powder—company and the vast activi- 
ties in which it has become interested. Pierre du Pont, 
Irénée du Pont and Lammot du Pont. Their famous 
cousin, Senator T. Coleman du Pont, took an extremely 
active part in developing the powder company to meet the 
original war-time demands, but he withdrew to attend 
to his other interests in 1915 and, as it turned out, to 
enter the U. S. Senate. 
his friends concern. 

Pierre, who is 57, is the active head of the Wilmington 
family. Educated at the Massachusetts Institute of 
Technology, he early developed interest in chemistry. It 
was he and another du Pont who evolved, patented and 
gave to the world the du Pont smokeless powder. He 
soon became recognized as a business statesman, a mai 
of extraordinary breadth of vision, of unusual organizing 
ability, of the sterling character, thoughtful always 
of the rights of others, humane towards workers—the 
du Pont company many years ago set an example since 
widely followed, in making partners of -its workers 
through generous bonus and stock-ownership plans. 

His hobby has been providing education for children 
in modest circumstances. At one time he gave $2,000,- 
000 to. establish schools throughout Delaware, his native 
State, and he also provided schools for all the colored 
population. On another occasion he and his brothers 
gave $1,000,000 to the Delaware State College. His 
charities reach an unknown magnitude. 

Irénée du Pont who became president of the family 
company, was at the helm during years of dazzling ex- 
pansion. More recently, however, he has been passing 
many of his burdens to other shoulders and his place at 
the head of the du Pont de Nemours company has been 
taken by Lammot. 


His health at present is giving 


AMMOT DUPONT, the youngest brother, is 
described by intimates as a tremendously able ad- 
ministrator. He works extraordinarily hard. The com- 
pany’s development of its chemical, dye-making and such- 
like activities on a gigantic scale has been his particular 
responsibility. The youngest of the brothers, he is des- 
tined to become a towering factor in the du Pont ramifi- 
cations. 
It was Pierre du Pont, however, who first induced the 
family to become interested in General Motors—every 
important move made is first fully discussed around the 


family council table and nothing is done until a unanimous 
decision is reached. 
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The man to whom the credit belongs for having first 
interested Pierre in General Motors was originally his 
private secretary, John J. Raskob, who had personally 
purchased a modest holding. For years Raskob, a finan- 
cial and analytical wizard, has been chairman of the 
finance committee of General Motors and is of- course, 
many times a millionaire. 

By becoming factors in the Steel Corporation, the 
du Ponts will widen their already close associations with 
J. P. Morgan & Company, who co-operated importantly 
with the du Ponts when they took over control of General 
Motors at the end of 1920. 

The further growth of the du Ponts is likely to form 
an interesting and impressive chapter in America’s com- 
ing industrial development. 


Watch their progress! 
* * * 


Indecision often comes from indifference. 
x * * 


One’s severest competitor often is one’s baser self. 
2 -¢ @ 


Getting ahead is largely a matter of keeping ahead of 


the time. 
* * * 


If the same people always lived in the same place and 
kept on doing the same things, then it might not be neces- 
sary to keep on advertising day after day, month after 
month and year after year. But they don’t. Part of 


America’s market dies -every day 


+ as and a new part takes its place: 
ADVERTISING? Families. not .only change their liv- 


ing places, but they change their 
buying habits. The pay envelope of to-day is not ‘spent 
exactly the same as the pay envelop of five years ago 
was spent, nor will the pay envelope of next year be spent 
exactly as the pay envelopé of this week. Barron G. 
Collier, in his new publication, “The Car Card,” has these 
figures about the changes that take place in our markets 
in a single year: “2,500,000 babies start their earthly 
careers; 400,000 high school students discover that a 
diploma is no open-sesame to a job; 1,250,000 couples 
decide that two can live cheaper than one; 2,000,000 
families get the wanderlust; 1,400,000 people shake off 
the ‘mortal coil.’ ” 

To play a bigger part in the markets of to-morrow you 
must ‘eep in front of the public your wares to-day—and 
every day. Your goods will not interest the public unless 
you see to it that they do. How can you do this without 
keeping on advertising ? 


Xx 
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The first open quarrel among Standard Oil companies 
has come violently to the surface. The Standard Oil 
Company of New York and the allied Vacuum Oil Com- 
pany have contracted to purchase oil from Soviet Russia. 
Walter C. Teagle, president of the 


are RANDLE Standard Oil Company of New 
STOLEN Jersey, the largest of all the Rocke- 
PROPERTY 


feller oil concerns, has publicly de- 
nounced this trafficking in stolen property. “The Soviet 
Government,” says the announcement, “seized all of 
the producing oil wells .and refineries and assumed full 
proprietary rights over the private property represented 
by the oil industry in Russia without: any pretense of 
compensation,” and the idea of entering into “any negotia- 
tions with representatives of the Soviet Government look- 
ing to the purchase of oil without assurance that claims of 
the rightful owners of the property would be met” is 
scorned. Sir Henri Deterding, head of the Royal Dutch- 
Shell, and the foremost oil giant of Europe, promptly pro- 
claimed his adherence to the Teagle stand. 

How any self-respecting American company can feel 
justified in following the opposite course is hard to un- 
derstand. Our own Government’s attitude is exactly that 
voiced by Teagle. The American Federation of Labor 
likewise has refused to countenance Russia’s Commun- 
istic Government. Has it not always been held criminal 
to receive stolen property? Since Russia, as Teagle 
points out, stole privately-owned oil properties and has 
offered no compensation, is it not condoning their crime 


. to offer them money for the looted properties? 


'4.The_ Rockefellers are~not nearly as powerful in the 
direction. of the affairs of the Standard Oil companies 
as the public imagines. Untrammeled authority is exer- 
cised by the management. It is not conceivable, how- 
ever, that the Rockefellers will support the New York 
and the Vacuum oil officials and oppose the clear-cut 
principle laid down by Walter C. Teagle—whose maternal 
grandfather, by the way, was John D. Rockefeller’s first 
partner and whose father’s oil firm became part of Stand- 
ard Oil. When Walter Teagle was elected president of 
the chief Standard Oil company before he reached forty, 
the understanding in inside circles was that he had the 
cordial backing of the Rockefellers. Teagle, six-feet- 
three, 200-pound giant, who won college laurels as an 
athlete, is noted for his fearlessness and humanness. His 
first move when he was made president was to establish 
an “industrial relations plan” and to cultivate the loyalty 
and friendship of the workmen. 

Under his regime Standard Oil of New Jersey has 
grown tremendously in ramifications and profits. 
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(Continuea syrom page 19) 
nine men who had been selling the 
company’s product. In fact, some of 
the men thought they knew so much 
about selling cash registers that they 
resented the suggestion that they 
could be taught anything in school. 
Nevertheless, the school training im- 
mediately proved its value. When 


the men returned to their territories, 
it was soon demonstrated that they 
were better salesmen than before. 
Ever since that experiment every 
National Cash Register salesman has 
been obliged to take a course in sales 


be made unless they possess the 
makings. 

The essential qualifications of an 
N. C. R. salesman are: 

Health 

Honesty, 

Knowledge, 

Courage, 

Disposition to work hard. 

In addition to these primary quali- 
ties, in hiring a man we also pay heed 
to his age, bearing, appearance, ex- 
perience, and as to whether he has 
any one dependent on him. Some 
qualities of course, are inherent. 



















Above is one of the five classroom tents 

which comprise the study halls at Sugar 

Camp, where courses and lectures are 
held in the open air. 


At the right is a small preceptorial 
group being held in one of the sleeping 
tents. The Camp has over 75 tents and 
such demonstrations are held two or 


three times a week. 


training. The sales school and the 
sales convention have remained to 
this day the backbone of our train- 
ing system. Only new salesmen have 
to attend the school. All salesmen 
have to attend our conventions. Our 
system of sales training begins the 
moment a man makes application for 
a position with the company and it 
continues as long as he is in our 
employ. 

Our present plan of sales educa- 
tion has been in effect for several 
years. It does not differ radically 
from our earlier systems, except that 
we have learned just about what sort 
of applicants are likely to make good 
cash register salesmen. We, there- 
fore, do not hire a man now unless 
he has most of the qualifications of 
a successful salesman. While it is 
true that salesmen are made and not 
born, it is also true that they cannot 


Others can be acquired. For in- 
stance, a man is either healthy or 
not. If he is not healthy, and the 
cause of his ill-health is not readily 
removable, he is obviously unfitted 
for most selling positions. In most 
lines the salesmen have to carry 
heavy sample cases. An N. C. R. 
man must be able to handle our ma- 
chines. He is obliged to spend many 
hours each day on his feet. Unless 
he is strong and healthy he will not 
be able to discharge even the physical 
part of his duties. 


Asset of Health 


But there is a still more impor- 
tant reason why a salesman should 
possess good health. If he is in ill- 
health, if he is too fat or decidedly 
under-weight, it is likely that he will 
lack force and stamina. Without 
these qualities he will not be able io 
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surmount the discouragements which 
are inevitable in selling. 

That is why we include courage in 
the qualifications an applicant mus 
have in order to get on our selling 
staff. Even under the most favor. 
able conditions, selling is not easy, 
No matter how well a product, such 
as a cash register, is known or how 
widely it is used, it is seldom that a 
prospect is encountered who shows 
any great enthusiasm about buying 
the article. 

Meeting Discouragements 

When first approached, no one 
wants to buy. For a salesman to be 
able to persist in spite of this in- 
difference, requires courage of the 
highest order. Only the courageous 
salesman has the hardihood to stick 
until he can penetrate the armor of 
apathy, if not downright opposition, 
with which the prospect naturally 






























surrounds himself when approached. 


The inclusion of honesty in our 
list of qualifications does not re- 
quire an explanation. No company 
will employ a man unless he is be- 
lieved to be honest. 


Neither is it hard to understanc 
why we aim to employ salesmen whc 
have the disposition to work hard. 
The willingness to work is the most 
essential of all selling qualifications. 
Certainly without it a salesman can- 
not succeed. An incident recently 
came to my attention which _ illus- 
trates the importance of unremitting 
industry in selling. 


Two young men of about the same 
age attended our sales school. One 
did so well after he returned to his 
territory, that he was soon promoted 
to another section. The other was 
falling down badly in his work. We 
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How Long Is the Haul 




















Note the proximity of leading 
eastern markets to the Port of 
Newark. New York City is 
nine miles away — Baltimore, 
Philadelphia and Boston within 
overnight motor-trucking dis- 
tance. Forty-two of America’s 
100 largest cities lie within a 
radius of 200 miles of the Port 
of Newark. 


If you are a manufacturer whose 
product has what is commonly called 
“national distribution,” the probabili- 
ties are that more of your goods are 
sold within a radius of 500 miles of 
the Port of Newark than in any other 
section of the United States. 


Forty-two million people make up 
this market. It is by far the best 
market for all products of general 
consumption—food, clothing, fuel, 
furniture, musical instruments, house- 
hold appliances and every conceivable 
necessity or luxury that finds a place 
in the modern scheme of living. 


The Port of Newark offers you cen- 
tral location in the heart of this mar- 
ket, within overnight motor trucking 
distance of all the leading cities of 


the Atlantic Seaboard, from Baltimore 
to Boston; direct contact with seven 
trunk line railroads to the West and 
South; all-water communication with 
principal Atlantic, Gulf and Pacific 
ports—on terms that are surprisingly 
reasonable. Nowhere else on the 
Atlantic Seaboard is there a more 
strategically located or more scien- 
tifically developed manufacturing and 
distributing center. 


If the haul to your best markets is: 
too long, if you are interested in re- 
ducing distribution and selling costs,. 
check up now on the possible ad- 
vantages of location at the Port of 
Newark. The complete facts about 
its inducements from your standpoint 
will be presented, confidentially and 
without bias, on request. 


THOS. L. RAYMOND—Mayor 
Newark, N. J. 


Mention of “Forbes” insures good service 





to Your Best Markets? 
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thought his failure might have been 


due to his territory. Desiring to 
give him another chance, we trans- 
ferred him to the district that had 
been left vacant by the promotion of 
the first salesman. 

Unfortunately, the transfer did not 
improve his work. We had about 
concluded that his inability to get 
business was due to himself rather 
than to his lack of opportunity when 
we got a very good explanation of 


resentatives have a college education. 
It is desirable, though, that they be 
high-school graduates. | Education 
should give a man the ability to think 
quickly and to observe accurately. 
These are qualities that salesmen find 
most helpful. Education gives a mau 
a facility with words. Unless a 
salesman is able to express himself 
convincingly he is hopelessly handi- 
capped. 

But when we say that knowledge 

















The dining salon at Sugar Camp. Scene of one of the most popular 
out-of-door pastimes three times a day 


-his failure. It happened that after 
the transference of the second man 
he occupied the same room that had 
been used by the first salesman when 
he was in that territory. The land- 
lady, who did not like her second 
roomer as well as the first, com- 
plained that whereas the first youth 
was up and out early in the morn- 
ing, the new lodger got up so late 
that his room could not be made up 
until nearly noon. 


A Case in Point 


When we received this informa- 
tion we were convinced that this 
young man was not energetic enough 
to make a N. C. R. salesman. Ac- 
cordingly, he was dismissed. We 
have learned, as a result of long ex- 
perience, that a lazy man cannot suc- 
ceed in selling. We have also learned 
that industry in a salesman will make 
up adequately for many other short- 
comings. 

Knowledge is the remaining one 
of the major qualifications we de- 
mand. To get a sales position with 
us, a man must be more than ordi- 
narily intelligent. Our salesmen 
have to deal with all classes of mer- 
chants, from the lowliest to the 
highest. They must be able to dis- 
cuss the retailer’s problems under- 
standinely. That is the only way 


they can interest him in the service 
we offer. 
- It is not necessary that our rep- 


is an essential selling qualification we 
mean more than education or general 
knowledge. Above everything else, 
a salesman must have a thorough 
knowledge of the product and how 
it can be used. Our representatives 
are taught many things in the train- 
ing courses, but by far the most 
valuable part of their school work is 
the knowledge of the National cash 
register and the National cash reg- 
ister service that they gain. 

While we try not to engage sales- 
men who are deficient in any of 
these required qualifications, still we 
cannot always be sure that the appli- 
cant has all the necessary makings 
for a salesman. A young man may, 
for instance, have a lazy streak which 
does not show up until after he has 
been put to work. He may have 
other serious weaknesses which do 
not show on the surface. 

The Human Element 

Obviously it is impossible to per- 
fect a system of hiring salesmen 
that will rate accurately the candi- 
date’s exact desirability. System or 
no system, there is always an ele- 
ment of chance in hiring men. How- 
ever, we have been able to minimize 
this fortuitous element as a result of 
our vast experience. 

We have learned, for instance, that 
the age of the applicant is import- 
ant. It is seldom that we engage a 
salesman who is more than thirty- 
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five. It has been our experience that 
older men have set ideas and are not 
sufficiently adaptable to make good 
cash register salesmen. 

This does not mean that men can- 
not sell after they reach their thirty- 
fifth birthday. On the contrary, most 
of our star men are past thirty-five, 
All it means is that the average man 
seems to be unable to learn to sell 
after his mental muscles begin to set. 
If he mastered the art of selling dur- 
ing his formative years, there is no 
good reason why his selling ability 
should not increase with his years. 

The company has also found that 
the applicant for a sales position 
must not be too young. Boys can- 
not sell cash registers, for the reason 
that a merchant naturally cannot be 
expected to have much confidence in 
their recommendations. Ordinarily 
a man does not mature sufficiently 
for our work until he has reached 
his twenty-fourth to twenty-seventh 
birthday. 








No Soft Applicants 


Another class of applicants the 
company has learned to avoid, is the 
fellow whose life has been cushioned 
against bumps. The chap who doesn’t 
have to work is seldom persevering 
enough to withstand the hardships 
of selling. We favor boys who 
worked their way through school, 
particularly if they did some can- 
vassing. We are also partial to men 
who have responsibility, who have 
some one dependent on them. 

It may be surmised from what I 
have written, that we are exceedingly 
cautious in hiring salesmen. Well, 
we are, but in being cautious we are 
observing only the lessons of our ex- 
perience. The company has learned 
what type of men are most likely to 
make good as salesmen. Naturally, 
we try to hire that type. 

We have found that it is a waste 
of effort to attempt to train a man 
who lacks the essential qualifications 
of a cash register salesman. That 
explains why the selection and the 
training of salesmen are really part 
of the same function. Any training 
system that does not begin with the 
selection of the men to be trained, 
is doing only half what it should do. 

The company’s sales agents are 
given the responsibility of hiring 
salesmen. There are about 250 sales 
agents in the United States. They are 
really branch managers, but we do 
not call them managers because a 
manager is likely to spend too much 
of his time behind a desk, whereas 
an agent generally continues to re- 
gard leg-work as an essential par 
of his duties. 

The agents hire the salesmen, be- 
cause it is under the agent that the 
salesman works. Each agent has 
from one to as high as seventy sales- 
men working in his district. As a 
tule, men are hired from the locality 

(Continued on page 36) 
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OUR small points of contact where tires and pavement 

meet, four little areas of only a few square inches each 
—yet how i important they are to the safety of motor travel! 
You cannot stop, start or steer your car efficiently with- 
out perfect contact of tires and pavement. Good traction 
is the first requirement of modern streets. 


Portland cement concrete pavement provides the ideal 
surface for rubber tire contact. While always smooth 
and even-surfaced for riding comfort, the gritty finish 
affords gripping, non-skid traction even to tread-worn tires. 
Concrete streets are safest—wet or dry! 


Your city needs more streets of clean, smooth, lasting, 
safe concrete. 


PORTLAND CEMENT 


CONCRETE 


r permanence 
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Motorists everywhere prefer concrete 
roads. They have learned that concrete 
means safety, on mountain grade or 
level highway, comfortable travel and 
arrival on schedule, rain or shine. 
There are now more than 47,000 miles 
of concrete road in the United States. 
And concrete streets now insure saf. 
travel in more than 3,500 American 
cities. Write for the illustrated book- 
let which tells of their satisfaction. 
Portland Cement Association, Chicaga 
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T HE American Telephone 

and Telegraph Company, 
whose New York Office is 
located at 195 Broadway, 
New York City, is one of the 
internationally known suc- 
cessful firms using thousands 
of dollars worth of Reming- 
‘ton Rand equipment in prac- 
tically every department of 
its business. 









Dalton—Adding 
Machines 


Kardex— Management 
Machines 






Remington—Standard 
Typewriters 





Remington Randi. 


Kardex — Library Bureau — Safe-Cabinet — Remington 
Dalton — Baker-Vawter — Powers 
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| Remington Rand Man 
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ulFirms Everywhere Use 


;gCost Cutting Methods 


ILL the concern with which 
you are connected be in busi- 
ness ten years from today? 


Do not be too quick toanswer; for 
a revolution is starting in American 
business that promises to change 
the complexion of our whole com- 
mercial world. The United States 
is emerging as the leader in world 
trade and finance. Our new mar- 
ket encircles the globe. Our entire 
commercial structure is being reor- 
ganized to meet the requirements 
of this larger field. 


If your business is to survive the 
new competition, the pressure for 
low costs that will be felt increas- 


ingly during the next few years, it 
imperatively must take advantage 
of every opportunity to reduce 
costs—cut manufacturing and dis- 
tributing overhead. 


More than a million successful 
firms have been helped on the path 
to greater profits through Reming- 
ton Rand cost cutting methods. In 
this great organization, devoted to 
the solving of business problems, 
are hundreds of business equipment 
specialists whose combined experi- 
ence would total over ten thousand 
years! 


They are ready, at your call, to help 
you! 


REMINGTON RAND, INC. 
TONAWANDA, N. Y. 


on |,' 
1. eileen wl 


TCimeiis 


Baker-Vawter—Loose 
Leaf Equipment 


Safe-Cabinet—Record 
Protection 


REMINGTON RAND, INC, 
| Dept. F-8, Tonawanda, N. 


If he can show us the way to reduced costs and greater profits, 
we'll see the Remington Rand Man 


Se eae 


Send for the 


TODAY! 
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UST the fractional part of a sec- 
ond marks the difference between 
the winner and the “field” in a horse 


race. A group of horses will travel 
the circuit for an entire season, fin- 
ishing in relatively the same order 
day after day—the second best horse 
almost winning but never quite get- 
ting there. Another pound or two 
of energy in the final stretch and the 
trick would be turned. But the re- 
serve punch is not in the “field.” 
One horse has it and he takes the 
prize money. This reserve force, this 
ability to snatch victory from defeat, 
is all that marks out the leaders in the 
world. Mediocre ability can handle 
a business in any time except a crisis. 
That win-or-die spirit, that driving 
will that forces aching, tired muscles 
to respond when the body is calling 
“quits”—this is the quality that com- 
mands attention and wins the best 
the world offers.—Bagology. 
. 6 6 


To constitute a dispute there must 
be two parties. To understand it 
well, both parties and all the circum- 
stances must be fully heard; and to 
accommodate the differences, temper 
and mutual forbearance are requi- 
site.—George Washington. 

x * 


To those who talk and talk and talk 

This proverb should appeal: 

“The steam that blows the whistle 

Will never turn the wheel.” 

i £< 2 

Carlyle was right when he said that 
this life is only a “gleam of light be- 
tween two eternities.” And still some 
folks take it so hecticly and so seri- 
ously. What’s all the hurry for, any- 
way '—Amos Parrish Magazine. 

x x x 

In striving to attain big things, the 
little things come easy, but in striv- 
ing to attain only little things, even 
they become hard.—C. T. Gilbreath. 

* * * 

An intense hour will do more than 
dreamy years——Henry Ward Beech- 
er. 

* * x 

You must seek knowledge. Knowl- 
edge will never seek you.—Madame 
Curie. 

o¢ * 

A prudent question is one-half of 

wisdom.—Bacon. 





What Any Man Can Do 


By S. E. Kiser 
(Specially Written for Forbes) 
HE gifts that I possess may 
not 
Be such as they must have who 
lead; 
No wonders ever may be wrought 
Along the paths where I pro- 
ceed. 


It may be that my hopes are vain, 

No splendid chance may come 
my way; 

My work may bring me little gain, 

My ventures may not ever pay. 


But, even so, I can be fair 
To those who yield to me their 
trust, 
And do my duty bravely where 
It has been ordered that I must. 





A Gext 


rs is the man that findeth 
wisdom and the man that 
getteth understanding. Bor the 
merchandise of it is better than 
the merchandise of siluer and 
the gain thereof than fine gold. 
—Prov. 3:13-14. 


From R. H. E. Baylis, To- 
ronto, Ont. What is your fav- 
orite text? “Forbes Epigrams” 
is presented to senders of texts 
used. 











= no little plans; they have 
no magic to stir men’s blood, 
and probably themselves will not be 
realized. Make big plans; aim high 
in hope and work, remembering that 
a noble, logical diagram once record- 
ed will never die, but long after we 
are gone will be a living thing, as- 
serting itself with ever-growing in- 
sistency. Remember that our sons 
and grandsons are going to do things 
that would stagger us. Let your 
watchword be order and your beacon 
beauty.—Daniel H. Burnham. 





Send us sparkling “Thoughts,” and 
we will send you “Forbes Epigrams” 
if your ,contribution is_ printed. If 


not composed by you, state source of 
quotation and author’s name. Names of 
winners will be printed. 
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ET any man examine his 

thoughts, and he will find them 
ever occupied with the past or the 
future. We scarcely think at all of 
the present; or if we do, it is only 
to borrow the light which it gives 
for regulating the future. The pres- 
ent is never our object; the past and 
the present we use as means; the 
future only is our end. Thus, we 
never live, we only hope to live.— 
Pascal. 

4a 

It is the want of diligence rather 
than the want of means that causes 
most failures—Alfred Mercier. 

es * 

Confidence is the basis of success. 
No sprinter ever won a race who 
didn’t feel he could. No man ever 
won a fight who went into the ring 
with doubt in his heart unless his op- 
ponent had more doubt than he. Tri- 
umph never follows lack of purpose 
or lack of courage-—Exchange. 

at 

Demand more of yourself than oth- 
ers expect of you. Never excuse 
yourself to yourself—H. B. Beech- 
er. 

* ok x 

Be careless in your dress if you 
must, but keep a tidy soul—lMark 
Twain. 

: es 

It is a thing of no great difficulty 
to raise objections against another 
man’s oration,—nay, it is a very easy 
matter ; but to produce a better in its 
place is a work extremely trouble- 
some.—Plutarch. 

es 
ye ey are two kinds of educa- 
tion: vocational and cultural. 
The student who takes a vocational 
education for the purposes of mak- 
ing his services bring a higher salary 
is a hireling. The true student is one 
who studies that he may enrich the 
lives of others. 
i 

The measure of a man is not in 
the number of his servants, but in 
the number of people whom he 
serves—Dr. Paul D. Moody, presi- 
dent of Middlebury College. 

*x* * * 


The man who tries and fails is 
always sneered at by the fellow who 
never tries —N. Y. American. 
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F. C. Beckwith 
Vice-president Hamilton Watch Com- 
=) pany, Lancaster, Pa., relies upon The 
Dictaphone to record everything he 
is What’s Wrong wants typed—and it never disap- 
m With Shorthand? 
e . 
if Executives say:— 
ly “If she could only take it as fast as I 
2 think.” 
“S “I’m forced to cut dictation short.’ 
fi “If I could only dictate while it’s fresh 
id in my mind.” 
1e ““Qut sick, so my letters have to wait.” 
re ““When I’m here alone I’m helpless.” 
= “It’s the ‘ring and wait’ system.” 
“She can’t help me with other things.” 
That's enough! I'll send in the coupon 
or below on general principles. 
S. 
10 
er 
1S 66 99 
= 
A Accuracy frst demands modern methods 
se ; . ‘ ‘ 
That’s the way F. C. Beckwith, Vice-president Hamilton 
Watch Company, puts it, and other men of affairs agree 
L- 
se é Read this executive’sown words.Thenmail in type—on the single instant while 
h- - coupon. You too can cash in on the ad-_ they're fresh in mind. For example, I 
Martha Nies y P. 
. to ae cd _ vantages of The Dictaphone. often turn from telephone to Dicta- 
ecretary to r. Beckwith, enjoys us 
The Dictaphone, for she gets more work “CINCE d , phone and record the substance of a 
ou done—with less tax on her strength S -E we pride ourselves on per- conversation, thus avoiding possible 
rk J& oe vig te ave to go out that later misunderstanding or oversight. 
What’s Wrong aa lee age oc 3 et ee, bs “We are keen about proof-reading 
With Shorthand? ene P all our letters and The Dictaphone per- 
ty : ence also go out flawlessly accurate. mits afar better check thanshorthand.”’ 
er Secretaries say:— Both merchandise and correspondence ‘ 
sy 7 ri must reflect our slogan,—‘Accuracy Martha Nies (Secretary to Mr. 
fe No one else can read my notes. first.’ : Beckwith), who once swore by short- 
- “Those awful waits while he chats i : ‘ hand, declares: ‘‘Using The Dicta- 
e- over the phone. And the instrumental ‘party of the phone is much more interesting and less 
“I’m sure he said that, but ....”’ war { i = rot 
~“. aac ; i. second part’ in this pre cl achieve tiring than shorthand. The Dictaphone 
Oe ee ment is—The Dictaphone. has enabled me to assume increasing 
an ‘*These endless notes make me dizzy.” foe pei * 
n . S 
“1 “Hours wasted while he’s in confer- Such words cmry conviction from a responsibility and to profit accor ding 


al 
k- 
ry 
ne 
he 


in 
in 
he 


si- 


O Weer, 80/ 


— 


ence.”’ 


“I’m nothing but a bell-hop.”’ 


That’s enough! I'll show him this trial 
offer right now. 








MAIL WITH 
YOUR LETTERHEAD 


Dictaphone Sales Cgrporation, 
154 Nassau St., New York City 


© Please notify your nearest office to 
let me try the New Model 10 without 
obligation. 

0 I want to read what leading execu- 
tives or secretaries say about increasing 
their ability with The Dictaphone. 
Mail me FREE copy of your booklet, 
“What's Wrong with Shorthand?”’ 


Iam a Secretary 0 
Executive (1) (Check One) 


For Canadian inquiries, address Dictaphone Sales Corp., 
Ltd., 33 Melinda St., Toronto, Canada 
World-Wide Organization— 
F-5 London, Paris, Brussels, Sydney, Shanghai, etc. 














man like F. C. Beckwith, Vice-presi- 
dent of the Hamilton Watch Company, 
makers of the famous *‘Watch of Rail- 
road Accuracy.’’ Men of his type use 
The Dictaphone because it gets better 
results with less bother and delay. 


‘The Dictaphone,’’ continues Mr. 
Beckwith, ‘‘is not only a miracle of 
precision but takes down letters, mem- 
oranda, instructions—anything I want 


, 


ly. It has made all the difference 
between being ‘just another stenogra- 
pher’ and becoming a real secretary.”’ 


Such testimony is typical for thou- 
sands of executives and secretaries in 
every line of business. You, too, can 
benefit by using The Dictaphone. It’s 
as simple in operation as the telephone. 
Better decide to fry it. There’s the 
coupon. 


DICTATE TU 


TAE DIC TAPAUNE 


and double your ability to get things done 


Mention of “Forbes” insures good service 
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How to Do Your Own 
Business Forecasting 


Business Barometers and Indexes Work Generally As a Group—They Are All 
Subject to Like Errors in Theory and Interpretation 


By Paul Clay 


Chief Economist, Moody's Investment Service 


USINESS indexes or trade 
B barometers are generally used 

for picturing the history and 
trend of trade. Whether these hap- 
pen to be called barometers or in- 
dexes or forecasting lines or Curve A 
or any other name is an immaterial 
point; for each statistical or fore- 
casting organization uses its own 
terminology. The questions in which 
business men are interested are what 
these indexes and barometers really 
consist of and to what extent they 
are practically useful. 

In all cases they consist of weigh- 
ted averages of selected trade returns 
which are considered to be of a 
barometrical or representative na- 
ture. The figures selected are those 
returns which consistently rise and 
fall pretty promptly in sympathy 
with the general prosperity or de- 
pression. Some of the returns most 
often employed in this connection are 
iron and steel production or orders, 
freight traffic records, textile statis- 
tics, commodity price averages, bank 
clearings or debits, foreign trade 
data, returns of wholesale and retail 
trade and statistics of financial activ- 
ity and credits. 


The Selection 


RACTICALLY, it has not 
seemed to matter much, if we 

can test the pudding by the eating, 
just what group of returns was se- 
lected; for both prosperity and de- 
pression, whenever they occur, are 
so nearly universal that almost any 
group of trade returns would 
reflect the way every industry 
gradually changes its relationships 
to the sum total of the trend. There 
has, however, been a general mis- 
conception on the part of business 
index builders, both academic and 
mercantile. Too many of these 
builders have striven to devise a 
business barometer which 
would either forecast the 
future of trade automatical- 
ly, or else lend itself to 
fixed rules of interpreta- 
tion which would not 
change from year to year. 
The results attained indi- 


ci 


cate that both of these objectives are 
impossible of achievement for either 
the nations’ or world’s business; so 
that any combination of trade returns 
drawn from these industries also 
changes its relationship to the sum 
total. 

Business barometers, in short, are 
decidedly better and more useful in 
themselves than would appear from 
a superficial observation of the rather 
unsatisfactory forecasts which have 
been derived from them. 

The trouble has been, not in the 
barometers, but in the fallacious the- 
ories of interpretation. For instance, 
the theory that “action and reaction 
are equal,” however true it may be in 
physics, is utterly untrue in the busi- 
ness world; for here the action rep- 
resents the almost continuous and ir- 






































The Business Barometer 


resistable progress of invention, pro- 
duction, method and earnings—while 
the reaction represents a business ill- 
ness or misfortune occurring usual- 
ly about once in five to seven years. 


Fallacious Theories 


N like manner the theory of “cy- 
I clical sequence,” meaning a se- 
quence of trade events occurring al- 
ways in a regular and fixed order, 
has proven fallacious because the 
order is occasionally upset by politi- 
cal or psychological events. Those 
who relied upon this theory were 
quite mystified by the general reac- 
tion of 1923 and some of them by 
the bull market in 1925. Others have 
believed fallaciously that the lag or 
space of time between the movement 
of certain trade returns and the oc- 
currence of certain other trade 
changes could be used as a reliable 
forecasting basis. For example, in- 
terest rates lag behing the trend of 
bond prices. Still others have tried 
to use as a forecasting basis the cor- 
relation of various series of trade 
returns to each other, meaning all 
their various relations as to lag, 
secular trend, seasonal variation, etc. 

Both correlation and lag are like 
cyclical sequence in that all three 
are important general truths re- 
garding the movements of trade and 
trade returns. But these general 
truths are subject to occasional ex- 
ceptions, which, although infre- 
quent, are nevertheless sufficiently 
frequent largely to nullify them as 
forecasting instruments. 

The fallacy in all three is the con- 
ception of fixitys for in the indus- 
trial world there is no such thing as 
fixity. The degree of lag and the 
correlation and the cyclical sequence 
are all subject to occasional changes 
or inversions. 


Continual Evolution 
LL industries, methods, 
businesses, trade rela- 
tionships and trade returns 
are in a continual state of 
flux and evolution. It is na- 
tural enough to fall inadver- 
tantly into the error of 








d 
a] 
P= 
ly 
1S 


a- 





FORBES for August 15, 1927 















, bs te Pe | 
June, 1925, before treatment, Tree in Central Park starving through neglect 
under semi-artificial conditions. Note thin foliage and dying top 














June, 1926—same tree one year after treatment. Restored tu new health 
and vigor through Davey methods of scientific feeding and pruning 


Saving the starving trees 


of Central Park, New York 


O EXPLAIN away the obvious results of neglect and ineffi- 

ciency, various fanciful and fallacious theories were advanced 
us to the reasons why the trees of Central Park are dying. In 1925 
the Davey Company challenged these unwarranted claims, and 
made the positive assertion that the trees of Central Park are dy- 
ing from neglect and starvation. To prove the truth of this asser- 
tion, the Davey Company offered to treat, at its own expense, 100 
dying trees as a demonstration. 


A careful survey by Davey Experts indicated that about 25% 
of the older trees of Central Park are too far gone to save, and 
another 25%, approximately, are border-line cases in advanced 
stages of decline, but with some reasonable chance of saving them 
by proper treatment. The other 50% were in varying conditions 
from fairly good to relatively poor. 


The 100 trees selected for demonstration were taken from the 
second group of border-line cases, and the Davey Company staked 
its reputation on its ability to save a substantial portion of these 
dying trees. The treatment given was the result of John Davey’s 
life experience and the quarter of a century experience 
of the whole Davey organization. 


This treatment was a combination of practical com- 
mon sense and scientific knowledge and experience. For 
exactly the same reason that a good farmer cultivates 
his fields and fertilizes his soil, the ground under these 
trees was thoroughly cultivated — adequate and appro- 


priate fertilizers were used—the ground was prepared to joHN DAVEY 





the important elements in this program was ‘the use of Davey 
Tree Food to stimulate new growth quickly. 


In addition to this, the trees were given expert scientific prun- 
ing to eliminate the dead and weak parts, and to establish a prop- 
er balance between a dying top and an impoverished root sys- 
tem. All the trees of Central Park are living under semi-artificial 
conditions, aggravated by neglect. 


One year later, in June, 1926, photographs were again taken of 
the same 100 trees, and a thorough examination disclosed the fact 
that 90% of them showed definite improvement, a large propor- 
tion showing really marvelous improvement. The other 10% were 
holding their own. 


All of this proves beyond the possibility of doubt of fallacious 
argument that most of the trees of Central Park can be saved, 
if the civic pride of New York forces a prompt and complete 
abandonment of the past policy of neglect. 


All trees growing under lawn conditions are living under more 
or less artificial handicaps. Many of them are actually 
starving, slowly or rapidly. They need help. Are any 
of your trees starving? Look for danger signs in the 
slowly dying tops. The local Davey representative will 
be glad to examine your trees and report their condition 
to you without cost or obligation. 


THE DAVEY TREE EXPERT CoO., Inc. 


receive both water and air, so vital to plant life. One of ark ES 684 City Bank Bldg., Kent, Ohio 


:ige? 


' “3 : . 








E EXPERTS 


cite = 


Mention of “Forbes” insures good service 


34 


thinking of trade phenomena as 
though they were chemical or physical 
phenomena, but it is a serious error. 

Such inadvertant attributing of 
the quality of fixity to trade returns 
and secular and seasonal curves, as 
tf human conduct in business pos- 
sessed the cold uniformity of physics 
and chemistry, is about the most il- 
logical and dangerous error the fore- 
caster can make. 

The attempt to compute an auto- 
matic forecasting line or index num- 
ber, a change in the trend of which 
would in itself foreshadow a like 
change in the trend of the stock mar- 
ket, was perhaps the extreme of the 
fallacy of fixity or uniformity. Less 
dangerous, but not much less illogical 
in ultimate analysis, was the attempt 
to forecast by means of index num- 
bers just what was our position from 
time to time in the trade cycle, 

Even if we could know that 


Analyst index, the American Tele- 
phone & Telegraph Company index, 
and the triple index of the Harvard 
Economic Service. 
Limitations 
NE should not, however, ignore 
the limitations of all these 
general business indexes. They are 
not in themselves direct forecasting 
instruments, but rather they are sta- 
tistical and graphic histories of gen- 
eral trade movements. - They do not 
show when a boom or depression is 
going to end. They do not disclose 
the time length of a trade cycle or 
our present position within the 
cycle. They do not tell, except con- 
tingently by deductive reasoning, 
whether the business of the coming 
season is going to be active or in- 
active. 
Except through such reasoning, 
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meter or index to approximately 12( 
or 125 per cent. of normal denotes 
inflation and thereby foreshadows a 
panic or depression. The word in. 
flation in this sense means such an 
over-extension of the commitments 
and liabilities of business men as to 
force these men later on to liquidate 
inventories, securities, etc., regard- 
less of their own wishes and some- 
what regardless of price. Rapid 
trade, expansion, so long as it is 
sound and healthy, is not inflation. 
It is, of course, not the violent rise 
in the business barometers but rather 
the inflation that brings on a panic 
or depression. Hence, one should 
verify the existence of inflation by 
looking at the concomitant circum- 
stances as well as at the movement 
of the barometer. The forced liquid- 
ation, which is brought on by true 
inflation, and which brings with itself 
either panic or depression, 








position with mathematical 
certainty it would still be an 
open question to what extent 
future trade cycles may differ 
from those of the past; for 


the trade cycle itself is a thing ¢ 


of flux and variation and evo- 
lution. Indeed, it is not cer- 
tain that it has any objective 


reality. 

ET us, then, exonerate 
L the business barometers. 
They have a great utility, in 
spite of the erroneous inter- 
pretations which have been 
placed upon them. As a base 
line, showing the course of 
general trade, they are indis- 
pensable. This should indeed 
be their chief and primary 
function; for one cannot think 
clearly about the present or 


Use of Barometers 








* LL 


Errors of Interpreting 
Barometers 


industries, methods, 


busi- 
nesses, trade relationships and 
trade returns are in a continual state of 
flux and evolution. It is natural enough 
inadvertently to fall into the error of 
thinking of trade phenomena as though 
they were chemical or physical phe- 
nomena, but it is a serious error,” 
Paul Clay. 

“Such inadvertent attributing of the 
quality of fixity to trade returns and 
secular and seasonal curves, as if hu- 
man conduct in business possessed the 
cold uniformity of physics and chem- 
istry, is about the most illogical and 
dangerous error the 
make.” 


says 


forecaster can 


also causes a sudden and vio- 
lent curtailment of production 
and trade and thereby brings 
about a swift and extensive 
slump in the business baro- 
meters. 

In this sense the word “pan- 
ic” means not merely financial 
panics, but also precipitate 
liquidations like that of 1921. 
The word itself refers to a 
state of mind and not to any 
particular one of the various 
ways in which that state of 
mind may show itself in head- 
long selling movements. 


Theory of Movements 


ATURALLY, it follows 
from these considera- 

tions that a violent decline in 
the business barometers sig- 
nifies thoroughness of liquida- 














future position of trade with- 
out first obtaining a definite knowl- 
edge of the history or course of trade 
down to the present moment. 

One cannot say how business now 
compares with that of a month ago 
or a year ago or any past date unless 
he has some average or composite to 
use as a basis for the comparison. 
One of the first necessities then is to 
know the movement or trend of the 
business of the nation taken as a 
whole. “ 

Since it is the whole business of 
the whole people which interests the 
forecaster as a base line with which 
to compare all the particulars, the 
more comprehensive the business 
barometer the better it is. Perhaps 
the most comprehensive one yet de- 
vised is that of the Federal Reserve 
Bank of New York. ‘Other good 
trade barometers or indexes for gen- 
eral use; not to. mention our own, are 
the Federal Reserve Board indexes 
of wholesale and retail trade, the 


they do not foreshadow either the 
inflated booms on the one hand, or 
the severe depressions on the other. 
They possess no automatic forecast- 
ing powers. Their own movements 
are subject at all times to unforeseen 
variations due to politics, war, legis- 
lation, important inventions and other 
non-economic occurrences. The fore- 
caster who comes to regard a busi- 
ness barometer or index as a base 
line or graphic history of general 
trade to date has taken a long step 
toward getting the best use and value 
out of these barometers. 


Valid Uses 


CCASIONALLY, however, 
meaning about once or twice 
in five to seven years, one can learn 
by applying past experience and de- 
ductive reasoning to these trade 
barometers what the next broad 


swing of general business is going to 
be. .A. violent..rcisesimea. trade baro- 





tion, and thereby foreshadows 

a major upward trend of 
business later on. The fact that some 
months must intervene between this 
violent decline and the ensuing rise 
of prosperity is irrelevant. The 
stagnation at the low level represents 
belated liquidation after the flood 
thereof is over; and it represents also 
the thawing out of frozen loans, and 
above all, the restoration of con- 
fidence. 

It takes approximately thirty days 
or a little less for a wave of panic 
or fear to spend itself; and it usual- 
ly takes four to six months or there- 
abouts for general confidence to re- 
turn in any large degree. However, 
the point is that the violent decline 
in itself, if accompanied by concur- 
ring evidences, is a sufficient wat- 
rant and reason for turning bullish 
and optimistic, and for buying ma- 
terials, goods and securities without 
waiting for the business barometers 


actually to begin recovering. 
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120 Narrowness of movement also has 
- a special significance derived from 
—- experience; for the continuing ten- 
= dency of general trade is to adhere 
7 to a normal or approximately normal 
a course, except when it is deflected by 
A some very powerful influence... In 
ate the United States, for example, the 
wes physical volume of the nation’s busi- 
me- ness tends persistently to expand at 
- rates varying from about 2% to 5% 
- per cent. per annum, unless some 
rie potent, unusual force prevents. 
ase When this normal expansion is 
ais under way, any business barometer 
* d will hover around the par line; and 
‘- if this par or normal be denoted by 
i 100 per cent., the index figure will 
wee then seldom rise above 110 or fall 
ae below 94. Otherwise expressed, the 
weer narrowness of movement means the 
self adherence of trade to a normal or 
snl ordinary course and it means the ab- 
= sence of extraordinary deflecting in- 
ore fluences. 
-ings Summer Declines 
sive Hence, even in dull times, like Vi 
Jaro- 1900, 1910, 1911, 1923 and 1924, if 
we pass into the dull Summer sea- 
pan- son without a decline in the business 
neial barometers to a level more than 6 to : 
nitate 7 per cent. below normal, it is a | } leETIC]I i 
1921. pretty good indication that business 
to a conditions are sound at heart. If 
) any they are sound, then, however long ‘ 
T1ous the dullness may last, the next large 
te of movement in trade is more apt to be * SS CT V O1TS 
head- a boom than a depression, barring 
important political or military evils. 
If only true inflation as above HE Roosevelt Dam stores up a huge reser- 
s described is distinctly absent, dullness voir of water which can be drawn upon as 
eels in general trade, however pro- needed. The Western Electric warehouse stores 
lows a nounced, is quite unlikely to lead into up reserves of telephone supplies which can be 
wg any sort of a panic or even severe drawn on as needed by the telephone companies 
sig. depression; for dullness without in- in constructing their lines and maintaining 
yuida- flation is equivalent to rest without service. : 
dows disease and means a preparation for There are thirty-five of these warehouses, a 
Mow tow iovuel allies Mt Wo tae nationwide system which makes supplies so 
oi time, this narrowness of movement readily available that your telephone company 
+ this is somewhat less certain of interpre- can quickly repair the ravages of storm, fire or 
> i tation than a violent decline or vio- ‘ ; 
The lent advance in a business barometer. A prompt service. The great bulk of items 
3 on telephone company orders are now filled 
= Cyclical Tendencies within twenty-four hours. 
CCORDING to American ex- A reliable service. Month after month the 
‘ pee perience since the Civil War, records show that virtually all of the items 
apes we have as an average experienced ordered are in stock. , 
about one violent decline and one An economical service. Western Electric 
i violent advance per seven-year keeps the distribution expense ratio to gross 
ve period. Thus, while these have not sales down to a fraction of the figure among | 
Rae occurred at any regular intervals, the ger ers of he. parable a - 
ew violent movements, which warrant a hich oe state Maggs rem — 
ail twice in s ; i : 
an other tus Gace ee : hander i to the Bell System the benefits of efficient | 
ane nificance of a general business index, ieee Me, tke 
. war- if any, lies mostly in its narrowness Back. 
bullish of movement. This narrowness does DE aod 
ie ma- not lend itself very well to forecast- ? > 
vithout ing for short terms, such as quarters 
Sc) vic tas| “Western Electric 
that as an average a business baro- : _ 
meter has large forecasting utility SINCE 1882 MANUFACTURERS FOR THE BELL SYSTEM 
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RAILROAD LEGEND 


O10ba18atls §=SOUTHERN PACING 
“SANTA FE 








Get OAKLAND'S S ficatini 
firmly fixed in your mind 


ORE peopleare served at less cost 
from the vicinity of Oakland than 
from any other population center on the 


Pacific Coast. 


Study the map. Note Oakland’s strategic 
position asa central manufacturing and 
distributing point. 


The Terminal City for three great 
transcontinental railroads. 


Eleven million dollars are being expended 
for expansion of its great harbor. 


Foreign markets — home markets — 
millions of people in the eleven western 
states served most economically from 
et “ more than one and a half million 

ulation within a 40 mile radius of 

Oakland “a great consuming public right 
at your door. 


particular product—it may prove a profit- 


[fee for. a special technical survey of tt | 
Address . . ° 


able move for you. 


. . - Industrial Department .. . 


OAKLAND CHAMBER OF COMMERCE | 


This advertisement of Oakland 
and Alameda io gw RY ve 
—_ age 

hamber of Co hee 
pri st Alameda County 
. Board si Supervisors. 
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How Successful Salesmen 
Are Trained 


(Continued from page 26) 


in which they live. The agent at 
Elizabeth, New. Jersey, for instance, 
would be likely to hire young men 
who reside in Elizabeth or in some 
nearby town. — Salesmen, like ball 
players, play best in their home 
grounds. It is not the best policy, 
in managing salesmen, to send a 
young man who has spent his life 


in New Jersey, to Oklahoma or Mon- 


tana or soine other far-off State. He 


might make good, but the chances are 


he would be handicapped by lone- 
someness or through difficulty in ad- 
justing himself to his new environ- 
ment. 

After a salesman is hired he has 
to spend about two weeks in the 
agency office, studying under the 
agent’s supervision or perhaps un- 
der the tutelage of an experienced 
salesman delegated to assist him. 
This study’ is divided into three 
broad subjects: 


Scope of Study 


‘First: A study of what a Na- 
tional Cash Register will do for a 
buyer—how it will increase his 
profits, prevent losses, etc. 

Second: A study of the register 
itself, in which each feature of the 
machine is thoroughly considered. 
Not only must the student under- 
stand what each feature is for, but 
he must be able to explain to the 
user the benefits of each feature. 

Third: A study of the process of 
making the sale; the approach, 
demonstration, and closing the sale. 

If the recruit has applied himself 
faithfully during his first two weeks 
on the job, he is ready to try his 
hand at actual selling. For a while 
after he starts to do field work, he 
is accompanied by an experienced 
salesman. 

One thing we aim to get into a 
rookie’s head at this stage is that 
systematic canvassing will make him 
a steady producer. We tell him to 
give every store, both small and large, 
an opportunity to buy a National. 
We din into our representatives con- 
stantly that the way to sell is to start 
at the head of a street and to go into 
every place of business, not forget- 
ting that all stores will not be found 
on the first floor. Let me quote a 
couple of paragraphs from our sales 
manual : 


“A successful agent tells of his ex- 
perience when he started out. on his 
first trip. He went to a city in which 

. his predecessér had made good sales. 

. After. spending.-nearly a week without 
making-.2°‘sale,she wired -headquarters 

_ that he felt he needed further training g. 
He received an encouraging reply, 

~ with ‘the advice ‘Go to the end of the 

-. street.’ He had-his samples all packed 
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to go to the next town, but he took 
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another look to see if he had called on 
every merchant. He had.skipped a 
drug store and a. fruit store. 

(ie had not visited the fruit shop 
because he saw no fruit in the window. 
He thought if the storekeeper had no 
goods. to display there would be no 
chance to sell him a register. He 
had not called on the drug store be- 
cause it did not have the usual store 
front, being located in an old-style, 
two-story building with only a small 
window. He did not know that Mr. 
Blank was a druggist of reputation 
nor that he had been established ‘for 
many years and was: doing a thriving 
business. He aproached. the druggist, 
who said, ‘I have often considered 
buying a cash register but the price 
is too high. Upon being asked ‘what 
register he had in mind, the druggist 
went to his desk and brought out a 
proposition .which -had been given him 
by the former salesman. After con- 
vincing the druggist that the price was 
right, the salesman secured his order 
for the register which~had been _pre- 
viously demonstrated to him. With. 
the slogan, ‘Go to the end, of the 
street, in .mind, the new. salesman 
called on the fruit dealer and sold 
him a machine.” 


Selling) Demonstration 


After a man has had at least nine- 
ty days’ successful experience “he is 
eligible to attend the sales school at 
Dayton. It is in this respect that 
our practice differs from that of 
many other companies. They put 
their new salesmen through a train- 
ing school. before they are asked to 
sell. We, on the other hand, do not 
send a man to school at Dayton un- 
til he has demonstrated that he can 
sell. 

There are two principal reasons 
for this policy. It costs a lot of 
money to put several hundred men 
through a five weeks’ school. If 
all recruits were put in school as soon 
as they were hired the money in- 
vested in the instruction of those 
who subsequently failed to make 
good would be a total loss. By in- 
sisting that the men have at least 
ninety days’ selling experience be- 
fore they take the course, we avoid 
most of this loss. Of course, all 
men who go through our schools do 
not remain with the company. A 
high percentage do. The percentage 
is much higher than it would be if we 
did not delay the training until the 
men had demonstrated their capacity 
for the work. 


Preliminary Training 


We don’t put raw men out in the 
field without any training. It will 
be recalled:that a new salesman -re- 


ceives twolweeks’ intensive training | 


in an agency office before he is asked 
to call on- prospects... Probably that 
'§ as much training as:most manu fac- 
turers give: their salesmen: 
_ +f€ second reason for our policy 
~ iS that-we-have-foundthat a@ sales- 
Man getsevastlyernore=out of # school 
if he has had-actial- Xperience in 
selling the: product.:-He has then 














*n up against all -sorts- of-tough 
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Are You Still A Tive Tester? 


Shrewd tire buyers, after searching the market, have found 
satisfaction in Fisk. 5 


Fisk Balloon Cords are built of “Fillerless” Cord by a patented 
process which eliminates cross strands, equalizes strain on the 
cords, and sheathes each cord in pure live rubber. 


Your.own test will prove that a generous measure of comfort 
and safety, plus long wear, makes the purchase of Fisk: Bal- 
loon Cords a source of tire satisfaction with true economy. 


More and more motorists who 
used to “try before they buy” 


are now using Fisks all around. 











“RISK SAYS IT WITH MILEAGE” 
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“MODERN?” | 
PLANTS 


TONE & WEBSTER, Inc., built a station in 
S 1894. An account, ““A Modern Power Plant,” 
contains these words: 





A complete mechanism, every part designed to 
work with every other part ... in case of accident 
to any member, some other can perform its duty 
+++ energy put on the line surely and cheaply 
.+» must be no shutdowns, either steam or elec- 
trical ... every device and arrangement a good 
investment ... constructed and equipped under 
constant supervision and care. 


Written when 2000 kw. was an important in- 
stallation, this remains a good description of 
Stone & Webster power work. It shows the sound 
early foundation on which rests the: experience 
offered Stone & Webster clients today. 


INDUSTRIAL IMPROVEMENT COMPANY 
OF BOSTON 


OLD ALLENTOWN, PA., PLANT 








SOUTHERN CALIFORNIA EDISON COMPANY 
LONG BEACH PLANT No. 2 


STONE & WEBSTER 








INCORPORATED 


BOSTON, 49 Federal Street 


PHILADELPHIA, Real Estate Trust Bidg. 
| NEW YORK, 120 Broadway 


SAN FRANCISCO, Holbrook Bidg. 


CHICAGO, First National Bank Bidg. PITTSBURGH, Union Trust Bidg 
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selling problems, many of which he 
has not been able to solve. Fresh 
from his setbacks, he is likely to pay 
100 per cent. attention to the class 
work, hoping to be able to find 
out how to handle some of his 
difficulties. 

Our recent sales schools have been 
held in the summer. They start in 
July and run for five weeks. The 
attendance averages around 225, 
Since a man must have sold Na- 
tionals for at least ninety days be- 
fore he can attend the school, this 
means that many of the men have 
been in the employ of the company 
since April of the previous year. 


The Camp School 


The school is held at Sugar Camp, 
in a delightful wooded spot outside 
of Dayton. The school is conducted 
in camp formation, with tents for the 
men to live in, tents for the class- 
rooms, for recreation, etc. From 
thirty to thirty-five men are placed 
in a class. Classes are held six days 
a week. The work starts at 8 in the 
morning, continues until noon, re- 
sumes at 1 and lasts until 3 o’clock. 


Squad Work 


An interesting part of the school 
is the squad work. All the salesmen 
in attendance are grouped into squads 
of three, one of whom is selected as 
squad leader. The squads convene 
from 3:15 to 5:15 in the afternoon, 
and on three evenings a week they 
meet from 7 until 9. When the squad 
is in session, the three men have a 
chance to discuss their problems in- 
timately. They swap experiences, 
argue selling points and exchange 
ideas until they have pumped one 
another dry. This squad work is 
one of the most valuable features 
of our training system. 

The school is divided into seven 
classes, one for each of: our seven 
sales divisions. The school is in 
charge of the head of our Sales Ed- 
ucation Division, and each class is 
under the direction of one of our 
divisional sales instructors. We have 
a chief educational director in charge 
of all N. C. R. training work. Also 
there is a sales instructor in each of 
our sales divisions. These men de- 


vote all their time to educational 
work. 


Experienced Instructors 


Many other companies now have 
men in charge’ of sales training, but 
our practice differs greatly from that 
of other concerns. Our sales in- 
structors are experienced cash reg- 
ister salesmen. They qualified for 
their present important positions be- 
cause of their success as salesmen. 


| They still devote part of their time 


to selling to show regular salesmen 
how to improve their technique. 
Because they are able salesmen, 


FOR: 
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A common sense answer to a much-discussed advertising question, 
“How Much Service Shall the Agency Give the Advertiser?” 
We will be glad to send a copy to interested advertisers. 


s « Address 7 7 
CAMPBELL-EWALD COMPANY, GENERAL MOTORS BLDG., DETROIT, MICHIGAN 


NEW YORK + CHICAGO + SANFRANCISCO +» LOSANGELES * PORTLAND 
TORONTO + MONTREAL + PARIS 
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The Lincoln Alliance Bank 
of Rochester, N. Y. 

NE of the many large banking 
O institutions using the Todd 
Super-Speed Protectograph to save 
time and labor in preparing checks, 
and to protect the funds of their 
customers, is the Lincoln Alliance 


Bank of Rochester, New York. 


Recently this bank had, as a rou- 
tine business duty, 28,000 dividend 
checks to prepare for its client, the 
Eastman Kodak Company. It was 
a necessary precaution that they 
be provided with the utmost pro- 
tection and that as a matter of 
business economy the time in pre- 
paring them be kept to a minimum. 


A minimum of 100 hours by 
previous methods had been found 
necessary for this operation. But 
by using the Todd Super-Speed 
Protectograph this bank was able 
to reduce the time required for writ- 
ing the amount lines to thirty hours 
—less than a third of the shortest 
previous record. 


The Super-Speed shreds the 
amount line into the very fiber of 
the paper in two colors of indelible 
‘ink; The imprint is easily and 
quickly read and provides protec- 
‘tion by defying the operations’ of 
the check tamperer. The Super- 
Speed will write amounts on checks 
@t the phenomenal g =1200 an 
_ hour, speeding Busiess routine ant! 
providing checks with a dignified 
_means of protection. 
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At this great bank 28,000 
Eastman Kodak dividend 


checks were amount 
written by the Super- 
Speed Protectograph 
in 30 hours—70 per 
cent less time than 
the fastest. previous 


method 





























Super-Speed Protectograph 


Banks, business houses and in- 
dustries everywhere endorse the 
Super-Speed Protectograph as a 
most essential accessory to modern 
business practice. It will introduce 
economy, speed and protection in 
the important routine of preparing 
your business checks. 


Have a Todd representative 
demonstrate the simplicity, speed 
and the economical use of the Super- 
Speed Protectograph. Or mail the 
coupon for complete information 
on the Todd System. The Todd 
Company, Protectograph Division. 
(Est. 1899.) Sole makers of the 
Protectograph, Super - Safety 
Checks and Todd Greenbac Checks. 


TODD SYSTEM OF 
CHECK PROTECTION 





THE TODD COMPANY 8-15-27 
Protectograph Division 
1154 University Ave., Rochester, N. Y. 
Gentlemen: Send me complete infor- 
mation on the Super-Spee 


Protecto- 
graph and the Todd System. 


Name 





Business 





Address 
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our instructors have the confidence 
of the men they teach. Companies 
who bring in outside instructors, who 
have no experience with the product, 
make a mistake. Naturally, sales- 
men are likely to discount the in- 
structions of men who have not 
demonstrated that they can sell the 
article the salesmen are being asked 
to sell. ? 


Study Courses 


The work of the school, is an 
elaboration of the preliminary train- 
ing that ..the men receive in the 
agency offices during their first two 


| weeks, which consists of a study of 


the need for the product, a study of 
the register itself, and a study of the 
process of making a sale. The schoo! 
aims to give the men a thorough 
knowledge of the company, its 
policies and its product. Much at- 
tention “is given to a study of the 
problems of merchants and how Na- 
tional Cash Registers can be used to 
meet them. 


Schooling Continued 


‘When the salesmen are leaving the 
school we make them understand that 
they are not graduating, but that 
they are really only beginning their 
careers as salesmen. We tell them 
that they will have to continue to 
study every day of their business 
lives, and that the school has merely 
shown them what to study and how 
to study. 


Continuous Training 


The big thing about our sales train- 
ing work is that it is continuous. No 
N. C. R. salesman ever becomes so 
expert that he can regard his train- 
ing days as over. So long as he 
stays with the company he must be 
a student. He must strive daily to 
perfect himself and to improve our 
service to the distributing world. 


Helps Offered 


We employ a large variety of 
methods to help our representatives 
to continue their sales education. For 
instance, a brief meeting is held 
every morning in every agency of- 
fice, which all salesmen attend. A 
general sales convention is held in 
every division at least every six 
months. The individual sales in- 
structor is constantly visiting the 
agencies in his division. He must 
visit each agency twice.a year and 
spend at least three days on each 
trip. Our house organ, the N. C. k., 
furnishes constant stimulus to our 
salesmen. 

The National Cash Register Com- 
pany has been so conspicuously stc- 
cessful in sales training because it 
makes the work a vital part of tlic 











daily activities, the daily routine of 


_‘ the organization. 
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Louisville’s Comeback and 
Its Lesson 


(Continued from page 18) 








ville 1s almost a religion; and he is 
trusted not merely to analyze the 
economics of every applicant for 
entry into the Louisville industrial 
order but to examine their qualifica- 
tions from the standpoint of Louis- 
: ville traditions. 
Louisville seems to want an Ali- 
American population. It advertises 
) that 97 per cent. of its residents are 
American-born. Again, Louisville 
never forgets that it is in Kentucky; 
and if industries wish to move from 
| some other Kentucky town to Louis- 
1 ville, the Louisville Industrial Foun- 
5 dation does not care to encourage 
- them. Of course, if there are strong 
: economic reasons for the change, the 
- Foundation will not stand in the 
) way; but to try to get an industry 
away from another Kentucky town 
is altogether against the grain of 
Louisville. 


Economic Reasoning 


Eventually, this was not such a 
problem as it seemed to be at first. 
Eventually, the Foundation discov- 
ered that it is not wise to lure an 
industry from anywhere unless there 
are sound economic reasons why it 
should locate in Louisville. Eventuai- 
ly, then, the Foundation became 
much more than a boosting move- 
ment; it became a dispassionate in- 
dustrial counsellor, looking into the 
\- specific needs of every industry seek- 
0 ing location and going over with 
0 its representatives all the pros and 
\- cons of locating in Louisville. 
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e Industries Thrive 


And the industries which have 
come to Louisville under such 
auspices have thrived. Some of them, 
notably the United States Foil Co., 
have become the largest of their kind 
sf in the world. Not one is a giant. 
5 Louisville boasts of some scores of 
yr industries which are the “largest” of 
d their kind; but “the largest Presby- 
f- terlan newspaper in America” or “the 
A largest plant in the world manufac- 
n turing minnow buckets” might not 
x strike residents of Schenectady or 
1- Detroit as being impressively big. 
1e In fact, it is in the diversity of her 
st industries that Louisville is fortunate. 
d Business may lag in any one line 
‘h without depressing the city very 
ee much. 
ir : The organization of the Louisville 

Industrial Foundation not only 
. marked a new era for Louisville but 
c- 4 new era for local boosting in the 
it United States. Cities, obviously, can 

not all become great through the 
Process of luring industries away 
from one another. Already a number 









of cities have realized this and are 














A reply from overseas 
within the hour! 


go direct to: 


FRANCE 
GERMANY 
GREAT BRITAIN 
HOLLAND 
ITALY 
NORWAY 
POLAND 
SWEDEN 
ARGENTINA 
BRAZIL 
HAWAILL JAPAN, 
the PHILIPPINE 
ISLANDS 
the DUTCH 
EAST INDIES 

| FRENCH 





INDO-CHINA 
and to ships at sea 





RADIOGRAMS $. 


It is the usual thing to receive a reply to 
an urgent Radiogram within the hour. Ra- 
diograms offer advantages in speed and 
accuracy because they go direct to the 
country of destination without relay. 


Many of the largest firms now use this new- 
day method of communication. The execu- 
tive just tells his secretary “Telephone for 
an RCA messenger. Send that message as 
a Radiogram 


“... - *9 
Via RCA 
In New York, Boston or Washington, phone for 
an RCA messenger for speedy Radiogram service. 
In other cities file Radiograms to Europe and 
South America at any Postal Telegraph office: to 


transpacific countries at any Western Union 
office. 


Send Today for Radiogram Rate Sheet 


RADIO CORPORATION OF. AMERICA 


RCA OFFICES IN THE FOLLOWING CITIES 


NEW YORK CITY 


64 Broad Serect.....ccccsccocccces Hanover 1811 25 East 17th Street .............. Algonquin 7050 
19 Spruce Street.........ccccecees Bee 8220 264 Fifth Avenue ......... Madison Square 6780 
ee. errr Rector 0404 19 West 44th Street............ Murray Hill 4996 
126 Franklin Street.......... 0.00.00. Walker 4891 1824 Broadway..............068- . Columbus 4311 

BOSTON, 109 aR cee oe ons Liberty 8864 

WASHINGTON, D. C., 1112 Connecticut Avenue, Main 7400 

CHICAGO, 100W. Monroe Street.............. Dearborn 1921 

SAN FRANCISCO, 28 Geary Street............ Garfield 4200 

HONOLULU, T. H., 923 Fort Street. .................-. 6116 
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Sales Multiplied 
29 Times 


in Five Years 


| Say renee Helge ee 


INCE 1922 the production of Celotex has 
increased from 12,000,000 square feet to 
the present annual basis of 350,000,000 feet. 


The market for Celotex is as wide as the build- 
ing market itself. Every home owner wants the 
new degree of comfort and the substantial fuel- 
saving that Celotex brings... and every home 





owner can afford it. 








' 
Already more than 119,000 new homes have 
been Celotexed. With this same material thou- 


. sands more have been remodeled. 
iy 
3 




















These facts establish Celotex as one of our fast- 








est-growing basic industries. An ample supply of 





raw material to meet future demand is assured by 








the practically unlimited yearly supply of bagasse, 
the cane fibre from which Celotex is made. 














The production and marketing of Celotex are 








on a sound, economic basis. Many of America’s 





leading business men are identified with its success. 











Complete information about Celotex may be 
secured by addressing Dept. M 168, The Celotex 
Company, Chicago, Illinois. 


CELOTE « 
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copying the Louisville plan. Founda- 
tions are being organized and funds 
subscribed to find appropriate indus- 
tries and welcome them to town with 
actual financial help. 

Not by stock-buying. The Louis- 
ville Foundation tried that and gave 
it up after one sad experience. Now 
it takes a first mortgage on plants 
and machinery in return for the help 
it gives. It is all business, even if 
the Foundation can not make any 
direct profits. The welfare of Louis- 
ville is at stake in every deal, and 
that eliminates from consideration 
all who are not ready to do business 
on business principles. 

Some industries which have re- 
ceived loans of as much as $50,000 
have already paid them back in full. 
They are Louisville boosters now. 
Louisville put them on their feet, and 
Louisville got on its feet by doing 
so. 


Co-operation Helped 


The Foundation, however, as every 
director agrees, did not do it all. It 
was the spirit behind the Foundation 
which really did the job. Louisville 
was never lazy; it was simply stalled. 
It had power a-plenty, but something 
was wrong with the machinery. The 
power was leaking into channels 
which did not make the wheels go 
round. Now it is being employed 
to everybody’s advantage. 







The Moving Spirit 


No story of Louisville would be 
complete without reference to “Mile- 
a-Meeting’”’ Campbell. Mr. W. S. 
Campbell is chief engineer and gen- 
eral manager of the Kentucky and 
Indiana Terminal Railway, common- 
ly known as the Louisville Terminal. 

Industry could not well expand in 
Louisville unless the terminal facil- 
ities were expanded; and terminal 
facilities simply could not be ex- 
panded in the mere hope that indus- 
tries might be brought to town. The 
Terminal was owned by B. and O. 
and other railroad interests, who 
were quite willine to listen to any- 
thing reasonable but could hardly be 
expected to appropriate big sums on 
the strength of local hopes. Louis- 
ville, in 1920, was not only not grow- 
ing but her leading industries had 
been closed by law. That was that, 
as far as the railroads were con- 
cerned. 


Public Spirit 


But Mr. Campbell was a Louis- 
ville man, and the interests of Louis- 
ville, he knew, were the best inter- 
ests of his employers too. So he 
made out a great argument to present 
to his board of directors, an argu- 
ment well calculated to stir them, if 
such a thing were possible, to adopt 
a program looking toward the doub- 





ling of Louisville facilities. 
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But this was not possible and Mr. 
Campbell knew it. He presented all 
the arguments but he asked only for 
a single mile of track. He got that, 
and repeated at the next meeting, 
and the next. 

That is how W. S. Campbell 
achieved his name. But he achieved 
something more. He laid tracks that 
were well calculated to lure specific 
industries with which the Founda- 
tion might be dealing; but he also 
laid them with special reference to 
the grand plan which he did not lay 
before the board of directors. 


Electrical Development 


The biggest part of the story re- 
mains to be told. Louisville is get- 
ting more power. A great new 
hydro-electric plant, with 135,000 
kilowatts capacity, is now almost 
completed. It is a Byllesby project, 
to be operated by the Louisville Gas 
and Electric Company. Thereby 
hangs a tale. 


Changing Slogans 


Louisville, when she started her 
boosting, employed the slogan “Gate- 
way to the South.” She still em- 
ploys it; but more and more she is 
now using “Premier Industrial Loca- 
tion” instead. 

For Louisville, still sentimentally 
Southern, has discovered that mod- 
ern industry is not so much a mat- 
ter of geography as of human life. 
Modern industry does not thrive at 
the expense of any section but to the 
advantage of every section. If an 
industry can serve better in Ken- 
tucky than in Indiana, Indiana will 
be served better because of the 
change; and if it can render more 
human service by remaining in In- 
diana, it is to Kentucky’s interest to 
have it do so. 


Many Roads From Louisville 


A gateway, moreover, can not be 
open in the one direction without 
being open in the other. Louisville 
is finding herself equally a gateway 
to the North, and her prosperity is 
all tied up with prosperity in every 
other section. 


Broadened Viewpoint 


The new power plant dramatizes 
this discovery. Electricity is not sec~ 
tional and Byllesby is not sectional. 
Electricity, to be of most service to 
anybody, must serve everybody it 
can; and the tying-in of plant with 
plant all over the United States is 
one of the outstanding industrial 
Phenomena of our times. This 
Louisville plant will eventually be 
tied up with many others, regardless 
of State lines and regardless of what 
financial interests control the con- 
hecting stations. This is the law of 
Electric Power and all the States 


= all the interests are bowing to 
It. 
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Eminently Successful for Heating—_ , 


Highly Practical 








Keep Cool witha 
THERMODINE UNIT HEATER 


for Ventilating! 


O longer need your heating equipment be of cold 
weather value only. The Thermodine Unit Heater, 
universally accepted as supreme among unit heaters, 

is now being widely used for ventilating. Simply turn on the 
switch and cooling begins immediately! Acts on the same 
principle as the ordinary electric fan. The motor driven fan 
of the Thermodine Unit Heater that diffuses heat through- 
out the room during the heating season, circulates and cools 
the air during the summer. No adjustments—no extra parts 
—simply turn it on. Vertical deflectors provide ideal breeze- 


This book 
the facts, advantages and 
many rr of the 


ives you all 


Thermodine Unit Heater 
— 10 outstanding features 
— explains the universal 
directional advantage — 
construction, ease of in- 
stallation and accessibility. 
Complete capacity tables. 


direction. Thermodine Unit is easily installed. 


Thermodine Unit Heater buyers are enthusi- 
astic over this new use. Makes their heating 
equipment usable the entire year. 


Don’t wait for the heating season to install a 
Thermodine Unit Heater. Order now and let 
it keep you cool during the hot weather. 


There is a Thermodine Unit Heater for every | 
size space — from the largest factory building 
to the smallest office — waiting to give perfect 
heating satisfaction in ~winter,and, delightful 
ventilation in summer. oars 
Write us today for the name of our nearest dealer... 
He will gladly show you how hermo- 
dine Unit Heater work for you the year g round. 4 


MODINE MANUFACTURING CO. (Heating Division” 


to make a T 


1706 Racine St., Racine, Wis. 
Branch Offices in All Large Cities f 


THERMODIN 


UNIT HEATER 


‘FOR STEAM OR HOT WATER HEATING SYSTEMS 











Mention of “Forbes” insures good serviec 





orbes 


cA. Life ~ Saver for Busy Business (Men, 


me~ 





ews 


FORBES forydugust 15}1927 


oq tom eswy elit 


ce 






This Service regularly opens the Financial Section of Forbes and is supplemented by short, concise analyses, on later pages 
of each issue, by well known and authoritative specialists in the more important 


i Re usual seasonal dullness of the 
mid-summer months is still keeping 
business at generally low levels in 

most sections of the country, but in at 
least a few individual lines there are be- 
ginning to be evidences of an appreciable 
quickening in volume of sales and output 
which seems to foreshadow the anticipated 
picking up in most other lines which is 
looked for to get under way within the 
next few weeks. 

The summer dullness this year has been 
somewhat more appreciable in 1927 because 
of the relatively high rate of industrial 
activity last summer. The _let-down 
which has been witnessed lately, 
however, does not appear any 


financial and commodity divisions 


ig oe operations are still compara- 
tively low but there has been a dis- 
position to gain slightly in recent weeks 
rather than any indication of falling off. 
Pig iron inquiries have picked up rapidly 
along the Atlantic seaboard and the gen- 
eral level of prices has even shown a 
slight disposition toward firmness. 


Gold Imports 


Canada has begun, rather unexpectedly, 
to ship gold to this country, and interest 
rates have sunk to the old low levels, 
rather than adding to their previous gains. 

Bank clearings have dropped off slightly 


of publication but at this writing it is too 
early to hazard a very definite figure 
on what final and total returns for the 
month will show. From the preliminary 
returns, however, as well as from the 
record of freight-car loadings during June 
it is pretty safe to assume that the report 
will not be as good reading as might be 
hoped for. Some of: the roads are turn- 
ing in statements that show net operating 
income off not only from the correspond- 
ing month of last year but even from the 
previous month of 1927, whereas June 
figures usually run considerably ahead of 
those for May. 





June Profits 





larger than normal and, as a mat- 
er of fact, in many lines it has s ° 
not achieved a normal falling off. Highlights of the News 
Red and Green Colors for Loco- 
Earning Reports NR ire 10>) ee a 45 
: Boll Weevil Scare in Cotton........ 47 
an ITS of the more impor- Sandino and the Nicaragua Marines 51 
tant corporations for the More Trans-Atlantic Air Flight 47 
second quarter and the first half wher te meee 
of the current year have been German Trade Balance Unfavorable 51 
rather irregular but in most cases World’s Smallest Airplane Pees cheese 47 
they continue to show gains over Is An International Oil War in Pros- 
preceding years and have not EE 92 bg h cca EVES Chee Soe ees 49 
borne out the blue prophecies Revolution Quieted in Vienna...... 51 
which were heard a few months Cotton Continues Climb to New 
ago. : <n PS re ee ae 45 
ee Money Rates Still Easy........... 46 
sn. te ani enh: lee aatinliy doer cemene eenont Conference.. 50 
ing the second half, which is cer- ritish Royal arty Helps Canada 
tainly not beyond common concep- Celebrate Diamond Jubilee...... 49 
tion, might easily hold profits far Doings at Coolidge Camp.......... 50 
enough ahead of last year to Will the N. Y. Bank Rate Be Low- 
set up rather general new high ST ere ee ee 46 
records for the whole of 1927. Seminole Restriction Agreement 
Both Dun and Bradstreet find BD iv che ates nahbowwtadsivcia 47 
some improvement in business Speeding Ocean Mail by Air....... a 
eens ates lee oe King Mihai Succeeds Ferdinand.... 51 
even at.this time and contrary to 





N a basis of the roads thus 
far reported it would ap- 
pear that total June profits will 
run somewhere between $85,000,- 
000 and $90,000,000, comparing 
with $85,664,000 in May of this 
year and with a total of $107,- 
335,655 in June of last year. 
Despite the rather material de- 
clines for June, however, the 
earlier months have made up in 
large degree this deficiency, and 
reports for the first six months 
of 1927, while irregular, are still 
generally ahead of the first half 
of 1926. ; 
The June decline in net income 
is directly attributable to three 
major causes—the decline in car 
loadings due to the union strike 
in the bituminous coal fields, the 
wage advances given to employees 
since last year, and the effects of 
the disastrous floods in the Mis- 
sissippi River Valley. 


ECENT weekly reports of 
revenue freight loadings 

















the usual seasonal trend. Steels, 
hides, leather and footwear are 
singled out as making showings on the 
up-side and an optimistic gain in retail 
sales throughout a goodly portion of the 
country is also seen. 

As a matter of fact, the chain stores 
have continued generally to forge ahead 
of last year’s business nearly every month 
and their first half sales reports make de- 
cidedly good reading. A total of 27 of 
the larger chain concerns, including the 5 
and 10-cent stores, show approximately 
$494,000,000 of merchandise sold in the 
first six months of 1927, a gain of just 
under 15 per cent. above the totals for 
the first half of last year. 


from previous weeks in 1927 but are still 
running far ahead of corresponding periods 
last year. 

















June Reports Show Material Decline 


in Net Profits. Car Loadings Steady 
But Still Behind Last Year 


3 ARNING reports of the individual 
railroad systems of the Class I group 
for the month of June are just in process 


show an irregular trend and are 
still moderately below the record 
figures shown for the week ended May 14, 
1927, when a total of 1,029,126 cars were 
loaded in a single week. 

Current loading figures for Class I roads 
are hovering about the 1,020,000- car mark 
but have more recently displayed some ten- 
dency toward the usual seasonal gains 
though the movement is necessarily gradual 
so early in the season. 

Coal, grain, ore, forest products and 
livestock all show rather material losses 
from the corresponding periods of 1926 
and merchandise, miscellaneous freight and 
ore loadings are also moderately lower. 

_ The railroads, acting generally as a unit, 
have recently made public their demands 
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for increased rates on handling of the 
United States mails. Arguments have been 
presented to the Interstate Commerce Com- 
mission to justify an increase amounting 
to about $40,000,000 for the annual volume 
of mail carried on the domestic roads. 


HE modern trend toward introduc- 

ing aesthetics into commerce and in- 
dustry as representative of good business 
theory seems to be laying hold of the 
railroad field, also. With an apparent eye 
for beautifying their rolling stock a num- 
ber of the large rail systems have begun 
painting their new locomotives in vivid 
colors. 

Southern Railway has been running dark 
green and gold locomotives for nearly a 
year and more recently the Boston & 
Maine has painted broad bands of buff, 
blue and red on some of its crack en- 
gines. 
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Commodities Show General Disposition 
to React But Drop Is Moderate. 
Cotton and the Metals Move Up 


FTER. following an irregular but 
A rather definite upward trend for the 
past six weeks or more, the chief 
commodity markets have shown a tendency 


toward reaction thus far in the month. 
As usual the list has not moved as a 
whole and some classifications have moved 
against the major trend. But the most 
important staples show at least moderate 
declines from prices prevailing around the 


close of July. 
2 Weeks Year 
Latest Previous Previous 
Dun’s Index ...... 185.598 187.221 186.014 
Bradstreet’s ...... 12.3803 12.4265 12.7378 


The weekly indexes are generally lower, 
and the Irving Fisher wholesale price in- 
dex of 200 representative commodities has 
recently showed the most abrupt decline 
that has been witnessed in many weeks, 
with a drop of nearly 3 full points. 


The latest figure stands at just under 
138, compared with 140.5 in the previous 
week and the lowest level which 'this 
figure has reached in over two years. The 
average for the second quarter of 1927 
works out to 139.8, compared with the 1926 
yearly average of 151.3. 


OTTON continues to be the outstand- 

ing leader in the commodity price 
advances and has developed into a regular 
“General Motors” of the commodity mar- 
kets. Just about every possible factor 
that might enter into the situation has 
been favorable toward a bullish point of 
view and the result has been continuation 
of the long advance in this staple to new 








45 


high prices for the past eight or ten 
months. 


Domestic Commodity Prices 


2Wks Year 
Latest Prev. Prev. 
Wheat, September....... $1.40 $1.403%4 $1.41% 
Corn, September......... 1.06% 1.07 86 
Oats, September.......... 44% 46% 44 
Cotton, Mid., October.... 18.90 17.80 19.20 
EES ipa ee 7.620 7.50 9.00 
Coffee No. 7, Rio........ 14% 14% .19% 
rere 058 062 .058 
i 20.00 23.00 
22.75 23.50 
33.00 35.00 
6.20 8.90 
r 12.63 14.10 
Zine EB. St. Lewiss..cccce 6.32 6.17 7.50 
OR Ae 63.75 63.50 63.63 
Rubber, September........ 35 34% ~=« 
Crude Oil, Mid. Cont..... 97 97 2.05 
GasOliMe  cccccocccccsdcose 19 19 .21 
Copper Firm 
OPPER §ssstatistics continue rather 


bullish, and there has been a consid- 
erable increase in demand from foreign 
consumers with the result that the price 
for this metal has gone above the 13 cent 
mark, a gain of more than 1-2 cent a 
pound in the course of a single month. 
Steel prices have also shown a slight 
disposition to firm up after merely hold- 
ing steady for several months. Lead, zinc, 
and tin are also higher than they were 
during July, though in most cases they 
have not yet made up the losses experienced 
earlier in the year. 
Rubber prices have held quite firm in the 
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face of one or two reductions in the prig 
of tires. Where there have been any 
changes at all, motor car prices seem to ly 
tending lower. 























Interest Rates Ease Off Once More 
and Make Possible a Reduction Se 
in New York Bank Rate excitin 


UTHORITATIVE opinion regart (im, 
Ake the future of interest rates hs. ti 
veered about quite as sharply a a to 

have the rates themselves. Six week ad 
NATIONAL ELE CTRIGC ago, when prices for financial accommoda- lished 
tion began to show a firmer tone, ther ward 


were various prophecies that the trend Cha 

POWER ( OMPANY would continue rather steadily through the ae th 
fall months to a materially higher level ecor 

than had been seen in a number of years, of ' 
Instead of continuing their firmness fae” m= 
however, the rates have once more eased my 
The electric company that has many small off during the past few weeks until they I” 
consumers rather than a few large ones is in > eonmaeeee poe a 
a sound position market-wise. Its activities a few individual classifications, they have | 


tralia 
dropped to new low levels for a number 
and progress are less affected by unusual con- of years. os 


. . . . . . f 0" 
ditions which may for a time disturb a single ’ 


. . ll M 
locality or industry. 60-90 day. dime 
Commercial paper 4% 4 C 
New York Discount 


National Electric Power Company serves || Practically all of the forms of accomo- admi 
; dation are currently ruling easier than a his | 

many large power consumers, tn ten states month, or even a few weeks, ago. Time ular 
from Maine to Oklahoma, but it has so many money, commercial paper and bankers bills J V*l 
: , are all fractionally lower. The latter and, 

small consumers that its average sales of elec- have declined to 3 1-2 per cent., the lowest i 
tric energy amount to less than 3,000 kw-hr. rate quoted in many moons and particu- | 


larly exceptional at this time of the year. awe 

per year to each consumer. ; -ente 

Money Easier and 

ig is notable that at the present time “the 

the spread between _ short-maturity ,- 

Te bankers acceptances and the New York pla 
57 William Street Federal Reserve bank discount rate is 

New York the largest witnessed in over a year, and J ma 
such a situation may very conceivably lead 

to early consideration of a cut in the New -or 
York bank rate, if the spread continues 

for any great length of time. 


Brokers’ Loans L 


B ROKERAGE loans, as reported by ae! 
the Federal Reserve Bank, have seem- 
ingly struck a status quo, for the latest 
reports show practically no change in the 
total volume of stock market accommoda- 
tion. The figures are currently reported 
E d the facilit: f at $3,058,974,000 compared with $3,059,- 
extend the facilities of our 279,000 in the previous week. That 
rani 1 : figures compare with the low point of $4, 
rar, amenemeatenaeess to those desir- 408,695,000, reached in May of last year, 
in information or reports on com- and with the high for all time which was 
6 ‘ . : P i . set up about six week ago at $3,150,876,000. 
panies with which we are identified. Bank clearings have receded moderately 
from the volumes current a few weeks 
ago but the figures are still running well 


° ahead of the corresponding periods of 
Electric Bond and Share Company 1926, ——s 
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Latest Weekly Bank Clearings 
(Incorporated 1905) 


Paid-up Capital and Surplus, $100,000,000 Pils deta 
ni 
Two Rector Street New York icine 


























Minneapolis 


“Twelve Tips for Traveling Sa lesmen,’’ by Herbert N. Casson | Daliss -. 
is now ready in book form. The price is $2. 
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More Trans-Atlantic Flights in Progress. 
Doings of Lindbergh, Chamberlin and 
the Rest. Large Navy Contracts 

HE sea-gulls on the Atlantic Ocean 
Ti had a chance to rest up a 

bit during the past month, after the 
exciting train of trans-oceanic flights of 
May and June. At the present writing 
there are still at least two planes, hovering 
impatiently on the shores of Europe, wait- 
ing for more favorable weather conditions 


More 


on 


‘egard. 
tes has 
Ply as 


a to take wing for the hitherto unaccomp- 
hae lished feat of a non-stop air flight west- 
tall ward across the Atlantic to America. 

oh th Charles Levine and Captain Courtney 

g . are the prospective aspirants for the above 
a record but, at this writing, have not taken 

maa off. M eanwhile F raulein Thea Rasche, the 
call young German aviatrix, is doing stunts 

1 they Mover America and gradually preparing for 

ae a return flight to her native land. The 

dt Army is considering an early flight to the 
have fe Philippines and Frederick A. Giles, Aus- 
alias tralian flyer, is projecting a five-hop flight 

from Detroit to New Zealand, a distance 

Year of over 11,000 miles. 

“ Aviation in Ocean Mails 
{* BR APTAIN LINDBERGH is still sail- 
4 ing about the country thrilling his 

como: admirers as much by his personality as by 

han a his historic feat—and turning all his pop- 

Time ularity toward propaganda for greater de- 

5 bills velopment of American and world aviation 

latter and, more particularly, for increased utili- 

lowest zation of the domestic air mail system. 
rticu- The tumult and the shouting having died 
year. away somewhat, Clarence Chamberlin has 
entered the service of the Shipping Board 
and will devote most of his time to testing 
time the feasibility, by actual experiment, of his 
turity suggestion for combining ships ‘with air- 

York planes in speeding up trans-Atlantic mail 

ite is service. Chamberlin’s idea calls for each 

, and i} mail ship carrying a° mail plane to be 

y lead launched with the mail when stiil 500 miles 
New or more from its destination. 

a Naval Air Orders 

OOKING toward the fulfillment of the 
five-year building program in naval 

d by aeronautics, the Navy Department has re- 

seem- cently awarded contracts for planes and 

latest motors aggregating about $1,650,000. Over 

n the 50 new airplanes of the latest type and 

noda- design have been ordered with about an 

orted equal number of motors. Curtiss, Wright, 

,059,- ‘Chance Vought and Consolidated of Buf- 

These falo were the chief recipients of the con- 

f $2, tracts. 

year, Another contender for the world’s small- 

| was est airplane honors has put in its appear- 

5,000. ance. It is the Heath Parasol sport plane, 

‘ately a monoplane with wing-spread of 23 feet, 

veeks a 4-cylinder Henderson motorcycle en- 

“ gine and able to do 70 miles an hour. 

5 0 





The entire plane weighs only 290 pounds. 
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188,000 

197,000" 

744,000 

ay 

tey--4 Grains Have General Reaction But Re- 
55,000 cover Later. Black Rust and Boll 
by Weevil Appear as Factors 

358,00) HE boll weevil has also been enlisted 
8 more recently in the ranks of the 
— many factors which have joined in 





‘developing the long advance which cotton 











has had since last Spring. 
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Mail Coupon 


for sample Autopoint 
Offer to executives only 








"O. K.” This 


Give Autopoint a trial as a member 
of your sales force 


IVE Autopoint a quota. Then watch sales in its territory! 
G It is the latest sales-auxiliary keen-minded business men 
have found. 

It pays for itself as it goes along. Results are rapid . . . and 
cumulative. Autopoint’s sales this year are repeated next, and in 
the years to come. 

If you do not know the Autopoint proposition, in fairness to your- 
self you should at least hear our case. The experience of thousands 
of others justifies your sending in the coupon—now. 


cAutopoint’s Methods 


Your salesmen present Autopoint with the name of your company, 
and a selling message permanently stamped on its imperishable 
barrel. Your prospect is impressed, Autopoint stays in his pocket. 
Each day your message is a reminder of you countless times. 

Circulars, form letters, most advertising, is scantily read, quickly 
discarded. And all that fails to increase your business is a waste 
of money. Hence, Autopoint, by doing its work efficiently, and 
constantly, eliminates this waste . . . it buys the most advertising 
for your advertising money. 

The increasing use of Autopoint by the thousands of firms 
that use it as a definite part of their selling plan, is its best recom- 
mendation. 

Let us send you complete information, and a beautiful sample 
Autopoint for your personal use. There is no obligation. At 
least find out what Autopoint can do, where it fits into your plans. 
Why not mail the coupon now? 


MAIL COUPON TODAY 
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e AUTOPOINT COMPANY 





The ‘Better Pencil” 
3 Big Features 


4619 Ravenswood Ave., Chicago, Ill. 


Without obligation, please send sample Auto- 
point, booklet, sales-building proposition, prices, etc. 
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Cannot “jam”—protected by patent. ‘4 
But one simple moving part. Nothing | Firm 
to go wrong. No repairs. 
@ Bakelite barrel, beautiful onyx-like, | Title...... 
light-weight material. an 
® Perfect ernie lind aie hi Tess EM Sig a7 





Mention of “Forbes” insures good serviec 


ree 
> de 
1 
=e 


fo coct i ME in tmsa--1 ) 
Wis 


The Bell System 
‘shandles”’ more than 53,000,000 
telephone conversations daily 


H’ LF again as many as there are letters written daily; 
more than seventy-five times as many as daily telegrams. 
As long as peopl: talk, the volume of business of the Bell System 
is secure. Q IPs a service utilizing the work of more than 
700,000 men and women and physical properties valued at 
$3,000,000,000. 


For investors: Vital facts about the A. T. 


Its management is recognized as far-sighted, conservative and 
yet progressive. @ Its endeavors to perfect service through ex- 
tensive and exhaustive research and development are unceasing. 
@ lt owns 91.65% of the combined common stocks of the 
operating companies of the Bell System. @ The plant invest- 
ment in these companies is greater than that of the largest rail- 
road system in the country. @ It—and its predecessor — have 
paid dividends regularly for 47 years. Its stock can be bought 
in the open market to secure a good return. 


Write for booklet ‘‘Some Financial Facts.’’ 


BELL TELEPHONE 
SECURITIES CO. ie 


<a] 
195 Broadway i » NEW YORK 


ar 














B. C. Forbes, editor of FORBES MAGAZINE, has interviewed 
hundreds of business and financial leaders; he has studied their 
careers; he has dug deep into their methods. He has found 
out why they reached their present position of wealth and 
power; he has discovered how they made their financial mark. 
Mr. Forbes has eliminated those phases that are peculiar only 
to the individual genius of business. He has selected only 
those principles, methods and practices which you can apply at 
once to your lasting profit. 


You will find them all in B. C. Forbes’ 


invigorating and inspiring book 


Keys To Success 


How to Develop Your Personal Ability 
We Shall Gladly Send a Copy on Ten Days’ Approval 


120 Fifth Avenue Forb es New York, N. Y. 
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The reduced acreage for the presen; 
season is, of course, still the chief factor 
in the strong statistical situation, but ther 
are many authorities of the opinion that 
the general crop is being infested by th 
boll weevil to a greater degree than has 
been previously realized and point to this 
factor as indicating even a larger decline 
in the final cotton crop of the present 
season than has been indicated by the 
Government acreage figures. 


Cotton Position 

E XPORTS of raw cotton from this 

country during the month of June 
amounted to 482,000 bales, compared with 
only 346,000 bales in the same month of 
last year. Exports for the first half of 
1927 amounted to 5,221,360 bales, according 
to the Department of Commerce, or not 
far from 70 per cent. increase over the 
3,108,370 bales which were reported as 
exports during the first six months of last 
year. 

The official crop report on wheat pro- 
duction which was issued late in July 
showed estimated output of about 30,000- 
000 bushels more than last season and 
was unquestionably the more immediate 
cause for the decline in wheat prices a few 
weeks ago. 

The supply in the United States as of 
July 1st compares as follows: 


Bushel Baohel 
ushels 
Winter wheat "000 


627,000,000 
_ Spring wheat 274,218,000 ere 


60,000,004 
Totals 892,376,000 
On a basis of the above figures, the 
situation looks bearish, but analysis tem- 
pers the outlook to a large degrec. In 
the first place, the Spring wheat estimate 
in particular would appear to be too high 
rather than too low. The crop is late and 
there is more danger of the black rust 
infestation which has already developed to 
a larger degree than usual. 


Ez ARLIER in the present month there 
appeared to be developing a real black 
rust scare in wheat. No adequate reports 
were available upcn which to base a judg- 
ment as to the seriousness of conditions, 
but most of the rust reports have come 
from central Minnesota, the Red River 
Valley and North Dakota. 

Estimates and figures on the corn crop 
continue generally very bullish, but prices 
reacted along with the other commodities 
earlier in the month and have not yet 
made up that loss, though they are within 
striking distance of the previous high 
record levels. 














Petroleum Production Continues to Make 
New Records as Seminole Producers 
Arrange for Curtailment . 

peta seats the low prices 

prevailing for oil and its- derivatives 
and the continued propaganda for reduc- 
ing production, the domestic output col- 
tinues to make new high records for all 
time in almost every reporting week. The 
latest figures show average daily produc- 
tion in the United States at around 2,550, 
000 barrels, an increase of approximately 
25 per cent. over the daily average of 
about 2,050,000 barrels which was being 


‘reported at the corresponding period of 


1926. 
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Meanwhile, the latest reports are that 
27 operators and oil company representa- 
tives who have been in long consultation 
with Mr. Ray Collins, umpire of the Semi- 
nole field, have finally pledged their sup- 
port to the proposed pro-rating plan of 
curtailment. A committee has been named 
to draft the plan and it is now anticipated 
that the code will be submitted for ap- 
proval to the Oklahoma Corporation com- 
mittee which has been considering orders 
for prohibiting drilling and bringing in of 
certain wells in the Seminole field. 


International Oil War? 


Considerable publicity has been recently 
given to a possible oil war of international 
proportions which might conceivably de- 
velop between Standard Oil Company of 
New York, with its Vacuum subsidiary, 
and the Standard of New Jersey, with 
the Royal Dutch-Shell group, which latter 
company is the controlling factor in the 
British oil trade. 

Standard Oil of New York and Vacuum 
are reported recently to have entered into 
dealings and concessions with the Soviet 
Government in Russia, whereas Standard 
of New Jersey and the Royal Dutch-Shell 
group have previously agreed upon a joint 
policy of having no dealings with Russia 
until owners of the oil are compensated 
and the Soviet Regime recognizes private 
ownership of property. 

















Dominion Is Host to Royal Party from 
England at Diamond Jubilee Celebra- 
tion. Building Sets New Record 


HE Dominion is, at present writing, 
Tessas engaged in present- 

ing a rousing welcome and hearty 
entertainment for the celebrated -party of 
visitors from the Motherland, including 
the Prince of Wales, Prince George and 
Premier Baldwin. After visiting the chief 
cities of the East, and taking a look at 
Niagara Falls, the two princes, at least, 
retire for a vacation at Wales’ western 
camp, having assisted in celebration of the 
Diamond Jubilee of the Canadian Federa- 


B tion. 


Canadian Activity 


WEATHER conditions throughout the 
Prairie Provinces have- been. very 
favorable, in a general way, toward the 
growing wheat crop and Alberta reports 
the best condition in a decade. Black and 
ted rust have appeared in alarming pro- 
portions, however, in several different parts 
of the growing territory. 

Meanwhile, business and industry are 
still currently somewhat depressed in the 
usual seasonal dullness but the Dominion 
does not lack for new records in recent 
business activity, 

Building activity in-the 63 leading cities 
for the first six months of 1927 totalled 
over $81,000,000, according to recent 
reports, a gain of 3.3 per cent. over last 
year and nearly 25 per cent. above the 
total for the first half of 1925. Wholesale 
Costs of building materials are reported 
a8 averaging lower. than in any six month 
Period during the past eight years. 


une production of passenger cats was 


pd 16,000, -howéver, a material decline 
tom the May figure of nearly 22,000, and 
truck output fellto 2,738 compared with 
“17 in May. Both June totals were mod- 
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The Insurance Survey—A New 
Service for Your Protection 


verY Aitna-izer is equipped to provide this 
service under what is known as The Aitna 
Plan of Insurance and Bonding Protection. 


Without obligation or expense, you may have 
yout local Aitna-izer make a complete survey of 
your present insurance and bonding protection 
and a careful investigation of your general in- 
surance requirements. He will prepare and sub- 
mit a permanent record—an INsuRANCE CHART 
—indicating the results of his investigation. 


The purpose of the survey is to assist business 
men, heads of families and property-owners to 
maintain an adequate and well-rounded program 
of insurance protection at a minimum cost. 


Ask any Aitna-izer for this Free Service 


THE PLAN 


_ OF INSURANCE AND BONDING 


PROTECTION 


ZAETNA LIFE INSURANCE COMPANY 
and affiliated companies 
AZETNA CASUALTY AND SURETY COMPANY 


AUTOMOBILE INSURANCE COMPANY 
of Hartford, Conn. 
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Associated Gas 


and Electric 


System. 
Founded in 1852 
PER CENT 


30 40 


50 60 70 80 





68.4% Shareholders Own 1-10 Shares 


27.9% Shareholders 








3.7% Shareholders Own Over 100 Shares 
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26 Shares Per Shareholder 


The ownership of Associated 


Gas & Electric Company 


Preferred and Class A stock is widely distributed. The 
average shareholder owns 26 shares. 68.4% of the share- 
holders own 1 to 10 shares each and 96.3% own 1 to 100 


shares each. This is due 


1—to the large number of consumer shareholders—32,000 
out of a total of nearly 50,000 shareholders are consumers 


served by Associated properties. 


2—to the many employee shareholders—four-fifths of Asso- 


ciated employees have invested. 


The large number of consumer and employee share- 


holders is a stabilizing influence. 


It also indicates the de- 


gree to which the Company has been able to provide a 
means of thrift and investment to small investors. 


Associated Gas and Electric Company 
DOOR Incorporated in 1906 
Write for our Illustrated Year Book “F” 
Associated Gas and Electric Securities Company 


61 Broadway 


New York 
































The Bache Review 


Will keep you informed on the busi- 

ness and financial situation. 
Readers of the Review are invited to 
avail themselves of our facilities for 
information and advice on stocks and 
bonds, and their inquiries will receive 
our careful attention, without obliga- 
tion to the correspondent. In writing, 
ease mention e Bache Review. 
t for three months, without charge. 


J. S. BACHE & CO. 
Established 1892 
Members N. Y. Stock Exchange 
42 BROADWAY NEW YORK CITY 














Offering Safe Securities of Electric Light 
and Power,Gas, and TransportationCom- 
panies operating in 20 states. 








Write for list. 


Established 1884 


ENNEDY & CO. 


74 BROADWAY 
NEW YORK CITY 


High Grade Bonds Bought on 
Partial Payment Plan 


Investment Suggestions 


A copy of this month’s market 
letter will be mailed on request 
without obligation. 

















UTILITY 





SECURITIES 





COMPANY 


230 So. La Salle St., CHICAGO 
Milwaukee St.Louis Louisvilie Indianapolis 








How Many of Your Executives 


Read Forbes? 
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erately below the records for the san, 
month of last year. 

Perhaps the most, important develop. 
ment during the past month, from a finan. 
cial and economic standpoint, has beep 
the outflow of gold across the border 
into the United States. The transfers 
reported at this writing are only $2,500. 
000 and may be the last for some time, 
but they are important as being the firs 
gold shipment to the United States since 
last March and for occurring at a time 
when Canadian exchange is supposed to be 
comparatively high and precluding any 
movement from that country. 














Black Hills Summer Camp Still Holds 
Chief Interest. No Extra Ses- 
sion of Congress Expected 


UMMER lethargy still clings to the 
S Capital and there is little new to re. 
port. 

More human interest, even if not 
more important news, is found in the 
Coolidge camp at Rapid City, S. D. The 
President has further unbent his mien and 
the result is a flood of pictures of “Cool- 
idge fishing” which the first gentleman 
of the land previously would not permit. 

Mr. Coolidge has also been elected 
honorary President of the South Dakota 


' division of the Izaak Walton League of 


America—and has accepted the honor. 
No Extra Session 
_ HE President has received Secretary 
Hoover’s report on the Mississippi 
flood situation as well as the pleas of 
Senator Smoot for an extra session of 
Congress but his stand is reported u- 
changed, at least for the present time, hold- 
ing that there is still no apparent necessity 
for assembling Congress a month earlier 
than it would normally convene. 

Acting under the flexible clause, Presi- 
dent Coolidge has made his first reduction 
in the tariff. The cut was proclaimed on 
refined cresylic acid from 40 per cerit. ad 
valorem, to only 20 per cent, which is the 
maximum reduction allowable. 

















German Money Market Still Tight. 
Vienna Conquers Its Red Revo- 
lution. Death of King Ferdinand 

ENEVA—The Conference for Inter- 

national Limitation of Naval Arma- 
ments is still hanging doggedly on with at 
least a faint ray of hope that a definite 
agreement will be reached. After the vit- 
tual impasse of last month, the Conference 
took a practical recess for about two weeks, 
while Mr. Bridgeman and his chief as 
sistants returned to London for further 
conference with the Government. The 
British diplomats have once more joi 
the Conference and the arguments have 
been renewed, this time, however, with 3 
slightly brighter hope for eventual agret 
ment, though nothing definite can be ai 
nounced at the present writing. 


ERMANY—The money market cot- 
tinues tight under the influence of 
the Reichsbank exchange policy which prt 
vents any material decline in short term 
interest rates. The iron and steel market 
continues comparatively quiet, though some 
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improvement has been noted during the 
past couple weeks. Steel production in June 
was only 330,000 tons, against 975,000 tons 
in the same month of 1926. For the first 
half, however, production was 6,340,000 
tons, or a considerable gain over the 4,225,- 
000 tons reported in the first half of last 
year. 


German Trade Balance 


The latest report on foreign trade shows 
imports at 1,197,000,000 marks, which is 
the highest figure since January, 1925. 
The sharp decline in exports was more 
unexpected than the increase in imports. 
Germany’s unfavorable trade balance for 
the first half of the present year totals 
nearly $500,000,000, of which $112,000,000 
was contributed by the unfavorable balance 
in June. 

Foreign Credit 


As a result of the recent visit to New 
York of Dr. Schacht, a credit of at least 
$25,000,000 for the German Reichsbank is 
reported to have been arranged to run for 
about one year, 

Tax revenues for the first quarter of the 
current financial year amounted to 1,926,- 
000,000 marks, against 1,455,000,000 marks 
in the same quarter of the preceding 
financial year. 

Unemployment in 30 labor unions for 
June shows a favorable decline from the 
previous month. 


Revolution in Vienna 


USTRIA—Once more the hand of 

Soviet Russia is seen in the recently 
attempted revolution which turned Vienna 
into a veritable battle ground for several 
days. The rebellion took the form partly 
of a general trade strike and partly of an 
attempt to overthrow Dr. Seipel, but the 
latter has apparently succeeded in quieting 
the situation and seems to have gained a 
notable victory for the so-called Conserva- 
tive forces. The Viennese Socialists were 
forced to choose between joining the Com- 
munist organization and calling off their 
strike, through riots and public opinion in 
the provinces, and for the second time 
within a single year a general strike has 
failed in Europe. 


N ICARAGU A—After comparative 
peace for several months, the Nocar- 
aguan situation has again come to the fore 
through the recent battle in which a hand- 
ful of marines routed the Rebel forces of 
General Sandino with large casualties for 
the latter. 

The apparent slaughter, even though in 
self-defense, has aroused new criticism of 
the Government’s policy in Nicaragua, but 
it appears that the latest battle was chiefly 
in the form of an aftermath resulting from 
refusal of the Sandino faction to concur in 
the generally accepted settlement which the 
United States has sponsored. 


Passing of Ferdinand 


ROUMANIA—After a lingering illness 
of several years, King Ferdinand has 
pape away, and has been succeeded by 
1s grandson, Prince Mihai. The famous 
_— Marie thus becomes a Dowager, and 
= also famous Prince Carol, the deceased 
“wpe eldest son, is left officially out 
ot the political picture, since he is con- 
sidered to have forfeited his right to the 
Succession. 
There have been cries of “Long live 

ng Carol” among his friends in Paris, 
ut thus far there is no indication that he 





will contest his son’s crown. 
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Earn Leadership! 


Tomorrow’s leadership is des- 
tined to those far-sighted manu- 
facturers of trucks, busses, trac- 
tors, and industrial machinery 
who earn it by today’s perform- 
ance records. Wisconsin Motors 
help make such records. 


Superior in theory—superior in 
practice—Wisconsin’s specialized 
overhead valve design offers you 
“More Power per Cubic Inch,” 
notable economy of fuel and oil, 
long life and low service costs. 


Specify Wisconsin power and 
you take a long stride toward 
tomorrow’s leadership. 


WISCONSIN MOTOR MFG. CO. 
WISCONSIN 


MILWAUKEE 


Wisconsin Motors—Four or Six—20-horse 
to 120—will do a better job for you than 
any comparable motors—whether you 

power with them a truck, bus, 

tractor or construction ma- 

chine. May we send you 

the facts and figures? 
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Financial News 
that Anybody Can 


Understand 


The New York Telegram presents financial 
and investment news the way the Scripps- 
Howard newspapers present all news— 
accurately, concisely, simply, humanly. 











Have you read the financial 
pages of The Telegram since it 
became a Scripps-Howard news- 
paper? There has been a trans- 
formation. Accurate stock and 
bond tables—complete news of 
the day—special articles on vital 
topics written by independent 
authorities—are winning new 
readers daily. 


Today and Every Day 
Read the 


FINANCIAL PAGES OF 
The 


New York Telegram 














THE 
PERFECT m= . 
DESK TOP HNEOTEurt 


; PLEASING TO THE EYE AND TOUCH 
Lies flat and stays in position without fastening, forms 
a perfect writing surface and has a soft, non-glaring 
beautiful appearance. 

NEO-LEUM is reversible, simply cut to fit and 

laid on. <A _ proven product—in use everywhere. 

Patented Feb. 6, 1923 
No. 1444405 





Sige, COMPANY—Neo-Leum Dept., Grand Rapids, Mich. 
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WarnsGerman 
Bondholders 


Commissioner Decries Selling 
at Bargain Prices by Un- 
informed Holders — 
Time for Exchange 
Is Extended 


By Richard S. Wallace 


NNOUNCEMENT has recently 

been made by the Special Commis. 

sioner for German Government 
Loans of an extension for the time which 
holders of the old mark loans of the Ger- 
man Reich may have for exchanging their 
holdings. 

Originally, June 30th, 1927, was an- 
nounced as the last date on which claims 
for re-valuation would be received on such 
bonds, but the time limit has now been ex- 
tended to August 3lst, 1927. 


6 eons Special Government Loan Com- 
missioner for America, with head- 
quarters at 42 Broadway, New York City, 
has also issued a_ statement warning 
holders of either the new bonds or the 
drawing certificates which have been ex- 
changed for the old holdings, against dis- 
‘posing of either class of these securities at 
low prices which are being bid for them 
by unscrupulous traders who misrepresent 
their potential value. 

The drawing certificates attached to the 
Lean Liquidation Debt received in ex- 
change for old possession bonds will be 
redeemed over a period of thirty years at 
five times their face amount, plus 4% per 
cent. interest from January Ist, 1926, to 
the year in which the individual certificate 
may be drawn. 

German banks, as well as the list of 
banks noted below for depositing old hold- 
ings, are in most cases also prepared to 
perform somewhat of a trust service by 
informing holders of drawing certificates 
when their numbers have been called, pro- 
vided the securities are deposited with 
them. 


HE German Government has an- 

nounced that such bonds as have not 
been presented for exchange by August 
31st, 1927, will become void and no long 
er represent any claim against the German 
Government. 


Banks For Exchange 
Following is a list of the cities and 
banks throughout the United States and 
Canada where bonds will be received for 


deposit and exchange: 

New York, N. Y..-National City Bank of N. Y. 
New York, N. Y..International Acceptance Bank 
Atlanta, Fourth National Bank 
Baltimore, Md Citizens National Ba 

Boston, Mass..--..... National Shawmut Bank 
Chicago, Cont. & Com. Trust 
Chicago, First Trust & Savings 
Cleveland, Ohio Central National Bavuk 
Dallas, ‘ American Exchange 
Denver, Colorado National Bank 
Detroit, Mich Guardian Trust Co. 
Jacksonville, Fla Florida National Bank 
Los Angeles, Commercial National 
Manila International Banking CorP. 
Milwaukee, Wisc First Wisconsin Nationa 
Minneapolis, i Northwestern National 
New Orleans, La Canal Bank & Trust Co. 
Philadelphia, Pa..Franklin Fourth St. National 
Pittsburgh, P. Mellon National Bank 
Portland, Oregon United States National 
St. Louis, M First National Bank 
San Francisco, Wells Fargo Ban 
San Francisco, Cal. Union Trust Co. 


* Seattle, Seattle National Bank 


Washington, D. Riggs National Bank 
Canadian National and Branches 





be | 
——_ 4." 9 a, FEO 


a=. —SW Gea 


a > = ao. 











Wa 


ing 


é 

ntly 
mis- 
nent 
hich 
aer- 
heir 


‘om- 
eadl- 
city, 
ning 

the 

ex- 
dis- 
*s at 
hem 
sent 


. the 
ex- 
1 be 
rs at 
per 
, to 
cate 


t of 
old- 
d to 
> by 
sates 
pro- 
with 


an- 

not 
gust 
ong 
‘man 


and 
and 
for 


1. Wi 
Bank 
Bank 
Bank 





FORBES for August 15, 1927 











Pe eS EE EE 














2 > = “ a . A Se SS St 5 <P> ~<R >= 
BEF. Dae Pron Oe Be ae ee aS Fe. 


World’s Largest Investment Trust ‘} 




















} 
4 
CONSOLIDATED STATEMENT Y 
e ’ iis 
Bancitaly Corporation } 
(NEW YORK — SAN FRANCISCO — LOS ANGELES) Y , 
and its Real Estate Investment Subsidiary \) 
CAPITAL COMPANY ‘ 
AT THE CLOSE OF BUSINESS JULY 22, 1927 3) 
Viva 
ON SSS Wo o/ 
ASSETS i 
Cae Oe pees . 8. + - oe ee oe eee / 
BILLS and ACCOUNTS RECEIVABLE - - - -  34,889,112.68 | 
INVESTMENTS Ie 
Permanent Account 154,853,284.91 
SECURITIES Active Account - Seen 4) 162,529,458.09 ‘i 
BUSINESS PROPERTIES - - -  6,911,011.71 } 
Less Mortgages - - 819,523.66 6,091,488.05 ¢ 
/ 
I er ater. eo ly erga 170,902.56 ) 
TOTAL ASSETS - - - - - - - - $221,035,650.46 is 
LIABILITIES 
CAPITAL STOCK - - - - -  $78,750,000.00 
SURPLUS and. UNDIVIDED 
MIOPIVG’= - - « «= « = Speen 
CAPITAL-INVESIMENT - - - - - - = - | 21737788804 
RESERVES: | 
For Taxes, Contingencies, etc. - - - - - -  3,657,836.72 





TOTAL LIABILITIES - - - - - - $221,035,650.46 








Dividends have been paid continuously since date of organization; 6% per annum having been paid to 

December 31, 1919; 7% per annum from January 1, 1920, to December 31, 1922; 8% per annum from 

January 1, 1923, to June 30, 1925; 9% per annum from July 1, 1925, to June 30, 1926; Special Christmas 

Dividend of $3.00 ($715,410.00) paid December 15, 1925; on April 10, 1926, the par value of the 

stock was reduced from $100 to $25 per share, and a stock dividend of 25% was declared. The dividend 

rate on the new basis is $2.24 per share per annum. A stock dividend of 40% will be paid on July 29, 
1927, to all Stockholders of record on that date. 
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A Special Report 
“Are 


Investment Trusts 
Safe?” 


Are all investment trusts 
good investments? How 
can you judge the merits 
of the various trusts? 
Are they well managed? 
These are but a few of the 
things you should know if 
ou Own or contemplate 
Seaien securities of this 
type. 
Brookmire’shas,therefore, 
prepared a special report 
that goes into the situation 
carefully. 
The investment trust idea 
is growing so rapidly in 
this country that everyone 
with an interest in securi- 
ties should read this Brook- 
mire report. A copy free. 


BROOKMIRE 


ECONOMIC SERVICE INC. 
570 Seventh Ave., New York 


Send me a copy of Bulletin S$-202 







































































































































CURRENT 
OFFERINGS 























Utility Bonds 


To yield from 
5.50% to 5.90% 





























Industrial Bonds 


To yield from 
5.87% to 6.61% 


Real Estate Bonds 


To yield from 
5.90% to 6.25% 












































Short Term Notes 


To yield from 
5.00% to 6.50% 


Preferred Stocks 


To yield from 
6.40% to 7.30% 
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Most Factors Favorable 


C. E. Groesbeck, president of the 
American Power & Light Company, 
president of the Electric Power & Light 
Corporation, and executive vice-president 
of the Electric 
Bond & Share 
Company, in an in- 
terview with the 
editor of Forsrs: 

“Business is uni- 
versally good 
throughout the 
country. Crop con- 
ditions and  pros- 
pects, taken as a 
whole, also are good—there are a few 
weak spots, but it is the average which 
makes up the prosperity of the country. 

“Money is plentiful and cheap, which 
means plenty of capital available for the 
promotion of existing industries and the 
launching of legitimate new industries. 

“With wages high and business satis- 
factory, I see nothing calculated to cur- 
tail our present degree of prosperity ex- 
cept perhaps fear of political interference. 
It is earnestly to be hoped ‘that the 
coming Congress will not do anything cal- 
culated to disturb the confidence now pre- 
vailing.” 

















Ills of the Farmer 


R. W. Dunlap, Assistant Secretary of 
Agriculture : 

“It is true that not all the economic ills 
of agriculture have been cured. The 
farmers are not yet receiving a fair share 
of the national income. Farming profits 
are lower than the profits of other indus- 
tries. The average return on capital for 
all industries in the country is 12 per 
cent., but the average return for the farm- 
ing industry is only 3 per cent. As a wage 
earner, the farmer is 30 per cent. behind 
the progress made by the industrial 
worker. The farmer is not getting paid 
enough on the capital he has invested nor 
on the labor he furnishes. 

“Conditions, however, are slowly but 
steadily improving.” 


Motors and Building Barometers 


F. H. Rawson, chairman, Union Trust 
Company of Chicago: 

“The favorable factors in the present 
business situation more than offset the 
unfavorable factors. Notwithstanding very 
abnormal floods in the South, the un- 
precedented over-production of oil, the coal 
strike, excessive rains in some sections, and 
lack of sufficient sun heat in the North- 
west and Middlewest, we have reason to 
be very well satisfied with the first half 
of the year, and I see nothing in under- 
lying conditions to cause uneasiness in the 
near future. 

“As long as automobile production and 
building activity do not slump any more, 
we may expect a continuation of pros- 
perity. In my judgment, the best baro- 
meters of business conditions are the 
automobile and building industries, both 
of which are large employers of labor, 
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and extensive users of steel and hun- 
dreds of other commodities. In all our 
financial history there has never beeen a 
serious depression when building was 
active.” 


Advocates Closer Mortgage Law 


Henry J. Simonson, Jr., president, 
United States Bond & Mortgage Corpor. 
ation: 

“The principal need of the mortgage in- 
dustry to-day is for greater uniformity 
of practice and regulation, best gained 
through a national mortgage law. The 
marketability of the mortgage is no 
longer limited, in that the mortgage form 
of security has been proved a safe form 
of investment, as evidenced by the fact 
that investors to-day ‘absorb jover one 
billion dollars annually either by buying 
the mortgage itself or a bond secured by 
a mortgage. 

“More uniform and more closely applied 
mortgage laws would serve in great part 
to eliminate insolvencies. National regu- 
lation of mortgage practice would aid 
greatly in bringing about the elimination 
of the weakling in the mortgage industry.” 


The South and Mississippi Floods 


L. A. Downs, president, Illinois Cen- 
tral Railroad, on returning from a trip 
through the South: 

“The present business situation in the 

- South is good, and 
there is a_ general 
feeling of optimism. 
The people of the 
flooded districts are 
going about the task 
of restoration and 
rehabilitation with 
the undaunted cour- 
age that is one of 
their chief charac- 
teristics. If conditions are favorable for 
the remainder of the year, a good part 
of the losses will be overcome before the 
year is out. 

“Instead of being a setback to the 
economic progress of the South, the 1927 
flood should prove a stimulus because of 
the abundant evidence it gives of the se- 
cure foundation that part of the country 
has—a foundation so secure that not even 
a disaster of this magnitude can ma- 
terially affect it.” 

















Price Fixing Important 


W. L. Churchill, industrial engineer 
and consulting economist, of White Plais, 
N. Y., speaking before the National Cigar 
Box Manufacturers: 

“Price cutting endangers the prosperity 
of American business. The intelligent 
pricing of every commodity, be it product 
or labor, is the basis of sound and lasting 
prosperity. It is the prime element of 
business success and the surest antidote 
for business failure. It insures an ade 
quate return on invested capital, ample 
rewards for management, satisfactory 
wages and contented labor.” 
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Mortgage 
Bond Market 


Careful Scrutiny of Issues 
Last Year Has Brought Bet- 
ter Class Into Market— 
New Issues Increase 


By Matthew V. Cass 


HE builder who has a justified proj- 
ect will not be denied financial aid. 
Almost every business center of the 
country is directly or indirectly in touch 
with great reservoirs of money seeking 
investment in first mortgages or bond is- 
sues on new construction conservatively 
based. 

Lenders are pursuing a line of caution 
that is having the effect of discouraging 
purely speculative construction. The bond 
houses and the old line mortgage con- 
cerns refuse to ask the public to support 
operations which in their opinion should 
not be carried out at this particular time. 


Investment Backing 


Yet despite this caution the amount of 
money which has been invested in mort- 
gage bonds in the last six months is far 
ahead of the amount of the successful 
issues for the first six months of last 
year, which means that builders are hewing 
closer to the structural needs of the 
country and the investing public is back- 
ing them. 

Current conditions compared with those 
of two summers ago or even last summer 
are striking. Almost any sort of construc- 
tion would be given support then, par- 
ticularly by certain classes of bond 
houses, many of which have since suc- 
cumbed to local government pressure or 
inability to meet the exacting conditions 
of normal times. 


Clearing the Field 


"THER passing was a good thing for 
the investing public and for real 
estate because these concerns did not have 
the welfare of real property at heart when 
they entered the field of financing struc- 
ture. 

They came in the crest of a boom and 
capitalized a situation created by the 
housing or building shortage. Apparently 
their exploitations have not shaken the 
confidence of the investor, little or big, 
in the security of first lien real estate 
mortgages. 

Proof is the wonderful record which 
has been hung up during the first half of 
the current year. 


First Half Financing 


Statistics show that the gain in invest- 
ment over the corresponding period of 
last year was twenty-seven per cent., a 
record that looms great when it is re- 
membered that the first six months of the 
1926 year were very busy ones for those 
in the bond business. Figuring only issues 
of $100,000 or more $600,000,000 was the 
total invested in bonds secured by prop- 
erties in warious parts of the United 
States in the last six months. 


(Continued on page 63) 
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IT’S THE YOUNGER CROWD THAT SETS THE STANDARD ! 


O to the younger 


crowd if you want the 
right word on what to wear 


or drive or smoke. And 


notice, please, that the 
particular cigarette they 
call their own today is one 
that you’ve known very 
well for a very long time. 




















I you could 
have the 
opinion and 
advice of the 
leading finan- 
cial authorities 
before you 
purchase a 
stock or 

—or the same 
advice regard- 
ing the advis- 
ability of sell- 
ing certain se- 
curities—what 
would be the 
result? 
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Let us explain it to you. 
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Odd Lots 


The advantages of Odd Lot 
purchasing are many, but 
the predominating feature 
is—added margin of safety 
not otherwise obtainable. 


How much more secure 
you are with ten shares of 
stock in ten different lead- 
ing industries than you 
would be with a hundred 
shares in one. 


This is the conservatism in 
Odd Lot buying. 


Ask for Booklet F-299 


100 Share Lots 
Curb Securities Bought or Sold for Cash 


John Muir & (6, 


Members 
New York Stock Exchange 
New York Cotton Exchange 


Associate Members 
New York Curb Market 


50 Broadway New York 


“Special Dep’t. for Women Investors” 


























KEEP IN 
TOUCH 


with current market condi- 
tions—a requisite of sound 
investment practice. Our 


Market Letter 


sent free on request will 
give you a concise view of 
the situation. 


ODD LOTS 


We have a special depart- 
ment for executing orders in 
less than 100 share amounts. 


Send for Market 
Letter J-11 


(Histotm « (HAPMAN 
Members New York Stock Exchange 


.52 Broadway, New York 
Telephone Hanover 2500 


“Stock 
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New Upward Phase of Bull Market Seems in Progress, But 
Shake-Out Is Still in Prospect 





the remarkable advance which the 

stock market has displayed since the 
beginning of July. Either it is the last gasp 
of a bull phase, heralding a very near and 
material reaction, or else it is the signal 
that the underlying conditions which have 
been at the basis of the bull market for 
the past couple years are still in force 
and that we are embarked on another 
phase of rising prices. 

The writer now leans toward the latter 
theory, though he would also include a 
portion of the former one, in that an 
early reaction is only to be expected fol- 
lowing the rapid rise. He does not feel, 
however, that such a reaction will be as 
large or last as long as a major reaction 
would last. 


"T te are two ways of looking at 


AST month we called attention to the 
similarity of the June reaction to that 
which occurred in January of this year, the 
latter followed by an almost steady advance 
of over 30 points. To date the advance 
since the recent June reaction has amounted 
to only about 15 points. 

We do not promise that stock averages 
will continue in their upward trend for 
another 15 points, but we feel that_is now 
quite possible. Nor do we mean that prices 
will continue to go up at the same pace as 
they did during July. On the contrary 
the writer looks for an intermediate shake- 
out very shortly, if it has not already 
materialized before these lines reach our 
readers, 

It is always dangerous to give actual 








Widener Bldg., Philadelphia 
Telephone: Rittenhouse 1157 
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pecially in the stock market, but the writer 
now feels that the new upward phase in the 
bull market will last, with the usual inter- 


dates when forecasting future changes, es- 


By R. W. Schabacker 


mediate reactions, until well into the month 

of September, or until the averages have 

added another 10 or 15 points to their 

present levels, providing the volume of 

trading does not rise too abruptly between 

7 gn and 3,000,000 shares a day before 
en. 


WE are drawn to our generally bullish 
conclusion not only by a study of 
the technical position of the market but also 
by prospects for at least a moderate in- 
crease in business activity from now on 
into the fall, and by the continuation of 
comparatively easy money rates, which, as 
we have often before observed, is the fun- 
damental sine qua non of the current bull 
market. ir 

The money situation has shown at least 
as easy a position as last year at this time 
and unless the bill rate recovers soon from 
present levels around 3% per cent. the 
chances seem to favor cutting the New 
York reserve bank discount rate to that 
figure, a step which the stock market is 
probably already discounting. 


NCE again, however, we must insert 

our usual word of caution. The above 
optimistic viewpoint is only a speculative 
one and the present market is only for 
speculative funds. We still hold that a major 
reaction is in prospect before the close of 
the present year and it may come before 
we anticipate—in fact it may come any day, 
for from a logical viewpoint it is already 
long overdue. 

And the stock market has a habit of 
looking strongest just when it is the time 
to stay out. We think’ specilative funds 
can still earn good profits on the up side, 
but the long pull investor should emphat- 
‘cally “keép out” 
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“Have You 'Profited 


from the recent 


Stock Market Advance? 


LIENTS of the American Institute of Finance have profited materially from the stock 

market advance of 1927, exactly as they profited from the advance of 1926. Profits 

available on June Ist, 1927, from all specific recommendations of the Institute in 1926 aver- 
aged 66.29% on the capital employed in accordance with these recommendations. 


The table below gives individual issues, specifically recommended from week to week in 
the Advisory Bulletins of the Institute, for the first three months of 1927: 


Purchse Present Points 

BULLETIN ADVICE Price Price Advance 
January 1 Buy: Union Carbide .................... @ 97 141 44 
January 8 Buy: Chicago, R. I. & Pacific............ @ 70 115 45 
January 15 Buy: Gulf, Mobile & Northern.......... @. 37 66* 28 
January 22 Buy: Baldwin Locomotive ............. @ 145 200* 55 
January 29 Buy: Remington Typewriter ........... @ 128 195* 67 
February 5 Buy: Mathieson Alkali ................. @ 87 120 33 
February 12 Buy: Colorado & Southern.............. @ 90 135 45 
February 19 Buy: Air Reduction ................... @ 140 195 55 
February 26 Buy: New York, Chicago & St Louis. ...@ 190 232* 42 
March 5 Buy: Case Threshing Machine .......... @ 150 225* 75 
March 12 Buy: United States Steel (Old)......... @ 158 190 32 
March 19 Buy: Allis Chalmers ................... @ 95 109 14 
March 26 Buy: Chesapeake & Ohio .............. @ 158 194 36 


*Profits Accepted 


The above are the results of recent advices. Original recommendations in 1926 were 
much lower, Union Carbide & Carbon at 86, Gulf, Mobile & Northern common at 27, Bald- 
win at 128, Remington Typewriter at 115, Air Reduction at 112, Mathieson Alkali at 82, 
Colorado & Southern at.60, New York, Chicago & St. Louis at 130 and Chesapeake & Ohio 
at 117. 


Further Opportunities Ahead! 


In spite of the marked advances, further opportunities—of similar character—are still 
available. Place yourself in a position to take advantage of them! Our current Advisory 
Bulletin points out clearly such sound profit opportunities, making equally clear pitfalls to 
be avoided and stocks to be sold. 


Copies have been reserved for distribution, FREE. Simply sign and return the coupon 
below—no obligation. 


. Se ae ee ee Te ee ee en ee 
American Institute | smarts 
: f Fi Send me FREE Bulletin FAG-15. 
inance | 
: 3 
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260 Tremont St., Boston, Mass. °- ee a PPG setae 
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Successful 
Business Men 
Who Die Poor 


N ill-considered in- 
vestment may in a 
short time nullify years 
of hard work and profi- 
table business undertak- 
ings. It will pay you 
to obtain from us with- 
out delay a full descrip- 
tion of the various ways 
by which the investment 
information at our com- 
mand may be employed 
by you to safeguard 
your financial health. 
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85 Nassau Street New York 
CHICAGO BOSTON 
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Well Known 


Economists 






have demonstrated 
that diversified com- 
mon stocks are a 
sound, profitable in- 
vestment. 











DIVERSIFIED TRUSTEE 
SHaRES enable you, 
virtually without risk, 
to take advantage of 
the gains to be derived 
from common stocks. 












Ask for Booklet No. 4 
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Is It Time to Buy the Oil 
Stocks? 


+ of the sagest theories of stock 
market operation is the one which ad- 
vises the purchase of securities of strong 
companies in an industry which is indispen- 
sable but currently in the throes of tempor- 
ary depression. The chief fly in the oint- 
ment is that it is difficult to select the 
right time to buy and the right stocks to 
buy. 

No one seriously doubts the ability of 
the oil industry to come back into its aver- 
age, good earning power. It has done so 
before, after like depressions, and the 
time element is the most important one to 
consider in this entire proposition which, 
certainly from a theoretical angle, prom- 
ises the safest long-term chances for profit 
of any like situation in a good while. 


Begin Accumulation 


We have repeatedly warned investors 
from buying the oils too soon on this cur- 
rent decline. We are now prepared to ad- 
vise commencement of long-term accumu- 
lation of strong oil stocks, but with a num- 
ber of reservations. 


=. among these is the definite ad- 
vice not to buy all of one’s anticipated 
line either now, or at one time. The na- 
tural habit of the investor, when he feels 
such stocks have reached a buying zone, 
is to get all enthusiastic over possible prof- 
its if his list goes up 10, 20, 30 points, or 
what have you, and put all of his available 
funds into the market at once. He may be 
right but the chances are considerably 
against him. 

If his stocks are in a downward trend, 
the longer he waits to buy the better off 
he will be. If the trend has already turned 
up then the longer he waits the worse off 
he will be. The trouble is no one can 
tell until too late just where the turning 
point has been, so that the best possible 
procedure is to take five or ten chances on 
being right, rather than only one chance. 


Buy Fractionally 


HEREFORE,—we advise accumula- 

tion of high-grade oil stocks of strong 
companies from now on,—but we advise 
buying only about 10 per cent. of the an- 
ticipated or possible line of such stocks 
at the present time. We think there will 
be further reaction in the oils, that is why 
we advise buying only 10 per cent. now. 
By doing so the investor protects himself 
against the upward trend materializing 
earlier than we had expected, and also 
leaves plenty of buying power for accumu- 
lation at lower prices, when, as and if, 
they materialize. 


A Big Opportunity 

E have devoted thus long, and per- 

haps tedious, a sermon on the theory 

of buying oils because we feel that the 

current depressed state of the industry of- 

fers one of the best money-making invest- 

ment propositions for the long pull that 

has been served up to the investor for a 
long time. 

But unless he buys at the right time and 
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buys the right stocks, the opportunity might 





just as well not be there. It is lost. In 
the preceding paragraphs we have argued 
for the correct buying method, as we see 
it. Now for the correct stocks. The safety 
of the entire theory is of no avail if you 
buy the stocks that are going on down, 
as a few nearly always do, while the re:t 
of the industry goes merrily back to 
prosperity. 

On the other hand, there is no wu in 
throwing away the large speculative profits 
available, just because the investor has 
played too safe with stocks that have 
hardly reacted at all during the depression, 
Here again, the principle of “averaging” 
your judgment and risk comes in. Out of 
10 speculative stocks probably not more 
than 2 or 3 will stay sour. No one knows 
for certain which those 3 wil! be. But if 
you buy all 10, it is likely that the other 
7 will more than make up for any losses 
you have to take in the 3 sour apples. 


Speculation Justified 

“TP REREPOSE, our further golden text 
* is “Speculate, if you like, but do it 
like a gentleman—distribute your risk.” 
The widow and orphan should buy only the 
investment oils. The business man may 
buy the speculative ones, if he promises to 
buy into a sufficient number of different 
companies. 

Finally, then, we come to the selection 
of individual stocks. There is neither 
space or necessity for an analysis of each 
company here. Based on the writer’s best 
judgment and upon the analysis of facts 
and figures, the following are the best oil 


stocks to begin accumulating for long-pull 
appreciation. 


Investment 
Standard N. Y. Vacuum 
Standard N. J. Humble 
Standard Ind. Texas Corp. 
Standard Cal. 
Semi-Investment 
Marland Phillips 
Mid-Continent California Pet. 
Atlantic Ref. Independent 
Skelly Union of Cal. 
Tidewater Shell Union 
Speculative 
Gen. Asphalt Sinclair 
Barnsdall Simms Pet. 
Indian Ref. Houston 
Maracaibo Lago 
Pure Oil Panhandle 
Texas & Pac. Producers & Ref. 
Pan-American Transcontinental 


General Recommendations 
B Re writer has felt the subject of oil 
stock accumulation sufficiently impor- 
tant at this time to devote practically the 
entire section to it for this issue. We 
merely have room for a few hints on 
the rest of the list. We hold in special 
favor at the present time Westinghouse 
Electric, Julius Kayser, Virginia Carolina, 
Timken, Hudson, General Outdoor Adver- 
tising, Lowes, Allis Chalmers, American 
Woolen, Central Leather, Childs, Chrys- 
ler, Electric Power and Light, General 
Electric, Goodrich, Lorillard, National 
Dairy Products, Central, Stewart Warner, 

Timken, and Wright Aeronautical. 
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$30,000,000 
United Steel Works Corporation 


(VEREINIGTE STAHLWERKE AKTIENGESELLSCHAFT) 


20-Year 612% Sinking Fund Debentures, Series A 
With Warrants for Contingent Additional Interest 
To be dated July 1, 1927 To mature July 1, 1947 


Series A debentures to be authorized and presently outstanding $30,000,000. Coupon debentures in interchangeable denominations of $1,000 and $500, registerable as to 
principal only. as ee aaa 1 and July 1. Principal and interest payable in New York at the principal office of Dillon, Read & Co., in United States gold coin 
Holders of Series A debentures may, at o> collect ey and interest in London at the office of J. Henry Schroder & Co.,in pounds sterling; in Amsterdam at the offices 
of Mendelssohn & Co. Amsterdam, and Nederlandsche Handel Maatschappij, in guilders; in Zurich at the office of Credit Suisse, "in Swiss francs; or in Stockholm at the offices of 
Skandinaviska Kreditaktiebolaget and Stockholms Enskilda Bank, in Swedish kronor; in each case at the buying rate for sight exchange on New York on the date of presentation 
panna Pree ang ~ ay yy july 1, 1932; callable on that date and on any interest date thereafter, as a whole only, on 30 days’ notice with all unmatured warrants (except 

the warrant at 10058 there next following the redemption date), at the following prices and accrued interest: to and including om Mee 1, 1937, at 105; thereafter to and including 
July 1, 1942, at 102 ae at 100. Principal and interest payable without deduction for any taxes, present or future, levied by German governmental authorities. American 

Exchange Irving Trust Company, New York, Trustee. 


Each Series A debenture will bear warrants for contingent additional interest unten the holder to receive in United States gold coin on 

May 1, 1928, | and on May 1 in each year thereafter to and including May 1, 1947, of 1% additional interest for each 1% (and a eeepeionste 
t for each f. of 1% at by which the dividend rate on the company’s capital stock for the preceding fiscal year shall have exceeded 

6%, but no such contingent additional interest payment shall in any year exceed 1'2%, all as more fully to be stated in the indenture. 








The following information is conlained in a letter from Carl Rabes, Esq., Managing Director of the company: 
THE COMPANY 
United Steel Works Corporation, 6rganized under the laws of Germany in January, 1926, acquired, as of April 1, 1926, the principal fixed assets 
(except certain coal properties), the =_— will, and businesses of four leading coal, iron, and steel concerns in Germany, viz., Rheinelbe Union, Thyssen, 
Phoenix, and Rheinstahl. Among manufacturers of iron and steel, the company ranks in productive capacity second only to United States Steel 
Corporation. Its coal properties are among the largest in the world with respect to present productive capacity and reserves. At the present 
time, the company is producing more than 40% of the entire German steel output and employing about 198,000 persons. 
MORTGAGE DEBT 
The company’s principal fixed assets were appraised in June, 1926 by Mr. H. A. Brassert, American consulting engineer, on the basis of replace: 
ment costs in Germany, after allowance for depreciation and obsolescence, at more than $500,000,000 (including real estate and coal reserves). Such 
properties are subject (in addition to capital charges under the Dawes Planestimated at $29,799,000 on the basis of present assessments against 
predecessor companies) to mortgages securing approximately $97,986,000 of indebtedness, consisting of $69,999,000 of the company’s Mortgage 
Bonds, issued or immediately to be issued pursuant to an indenture dated June 1, 1926, and about $27, 987,000 of underlying indebtedness. Against 
such properties additional Mortgage Bonds may be issued without restrictions, ‘put in that case only to such an amount that the total of such 
bonds and underlying indebtedness at any time outstanding shall not exceed $105,000,000. 
Additional Mortgage Bonds may also be issued up to 34 of cost or fair value, whichever is less, of additional fixed assets to be mortgaged, but 
only if average annual net earnings, after depreciation, depletion, and all other charges except payments under the Dawes Plan, interest, and profits 
taxes, as certified by public accountants, for the two fiscal years immediately preceding such issue, shall have amounted to at least 3 times the sum 
of then existing annual payments under the Dawes Plan and annual interest ‘charges on the Mortgage Bonds outstanding and -hen about to be 
issued and onal! other debt of the company ranking equally therewith or prior thereto. 
SALES AND EARNINGS 
Sales of United Steel Works Corporation for the twelve months ended March 31, 1927, as shown by the company’s books, amounted to more 
than $290,000,000, of which $108, 795,700 constituted export sales, not including approximately $5,504,000 of deliveries on reparation account for 
which payment was received in German currency. The company’s export sales of the principal iron and steel products, measured in tons, amounted 
to over 40% of the total of such export sales of Germany during that period. 
Net earnings for the twelve months ended March 31, 1927, as eae by the compafiy’s books, after depreciation, and estimated maximum annual 
payments under the Dawes Plan ($1,788,000 based on present assessrnents), but before interest and profits taxes, amounted to more than 
$30, 600,000, or approximately 2% times the annual interest charges on the Series ‘A debentures and all obligations ranking equally therewith or 
senior thereto pre:ently to ‘be outstanding. The dividend paid by the company on its capital stock with respect to the first six months of its opera- 
tions (fiscal period ended September 30, 1926) was 3%, or at the rate of 6% per annum. The stock is currently quoted on the Berlin Stock Exchange 
at approximately 136% of par. SINKING FUND 
The company agrees to provide an annual sinking fund of $800,000 to and including guy 1, 1937, and $1,200,000 thereafter to maturity, pay- 
able semi-annually (first —— January 1, 1928), to be wane to the purchase of Series A debentures at not exceeding the principal amount 
thereof and accrued interest, and, to the extent that Series A debentures are not so obtainable, to revert periodically to the company. 





The Series A debentures are listed on the Boston Stock Exchange and the company has 
agreed to make application in due course to list them on the New York Stock Exchange. 


All conversions of German into United States currency have been made at par of exchange (one Reichsmark equals 23.8 cents). 


A substantial amount of Series A debentures has been withdrawn for sale, in Holland by a group 
the joint leadership, of Nederlandsche Handel 


under 
techa Sweden cn a aon 
eee ere Fo cer tent tn Cnt Delesoj end tn ether 4 


Information herein contained has been received in part by cable. 
UZ nlures for as issued and " the roceed. 6; t, 
lies Ielouy oot te medion be A by tat 1927, in the form o) he tc a Roe ad ro ie eet tod Read’ Co 
* Price 98'2 and accrued interest. 
Yield (exclusive of contingent additional interest) over 654% 
Fie chore is eubjest bo ¢ cicsuan,conipining hurtin 
information, mgy be oblained upon request. 











Dillon, Read & Co. 
International Acceptance Bank, Inc. J. Henry Schroder Banking Corporation 
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Thou. 
Shares Book Earns 
Par Out Value 1926 
No 209 $80 $10.87 
No 2,178 78 9.80 
100 260 166 9.40 
25 2,474 41 4.40 
No 600 140 6.67° 
No 770 96 7.45 
100 610 170 23.40 
100 450 138 7.08 
100 10,788 118 11.00 
100 400 139 Nil 
50 3,000 a 4.74 
25 2,000 34 0.62 
No 600 27 4.21 
100 2,324 228 23.42 
100 676 245 24.08 
100 500 187 11.58 
100 200 241 £22.42 
100 1,520 140 17.20 
100 1,802 168 7.48 
No 977 48 12.36" 
No 510 101 7.83 
No 252 31 4.00" 
No 600 41 8.65 
No 977 48 12.36° 
25 2,000 36 3.33 
100 333 +100 1.61 
No 1,123 40 4.05 
100 1,190 181 24.75 
100 1,158 100 Nil 
No 344 42 3.83 
25 4,415 27 2.65 
No 2,705 11 5.08 
No 100 10 8.25 
100 342 108 7.60 
No 3,000 54 6.87 
No 1,641 16 0.20 
No 4,320 94 9.43 
No 506 60 6.72 
No 1,760 12 1.15" 
25 2,530 30 4.03 
100 550 147 8.72 
No 500 Nil Nil* 
10 1,000 32 0.39" 
No 310 87 2.40 
100 425 177 19.27 
50 1,690 131 10.60 
No_ 1,935 Nil 6.46 
No 2,662 66 13.98 
No 1,626 26 1.45 
No 604 18 = 
100 L125 86-156 6.72 
No 4,500 10 4.09 
No 100 73 ~=10.06 
No 730 40 2.48? 
100 200 141 8.21 
No 7,211 45 6.15 
No 8,700 56 19.36 
No 325 24 11.61 
No 600 55 4.83” 
No 602 25 Nil 
100 651 110 11.68 
100 2,490 155 10.42 
100 2 127 5.28 
100 400 105 4.63 
No 1,597 27 3.36" 
100 1,285 152 12.06 
100 350 86 9.788 
No 580 47 6.52 
No 681 18 2.67 
100 1,000 193 19.55 
25 1,673 36 300 
No 500 145 2.15 
No 4,474 56 5.80 
10 3,679 15 3.36 


(a) Partly extra. 
une 30. 


10 months. 


(b) Year ended January 31. 
Year ended July 31. 
30. (q) Before charges for depletion. 


Div. Long Term 
m=>months Rate Price Range 
$6.53,6m Air Reduction ............ $6a 147- 22; ’20-" 
BAe Allied Chemical .......... 6 149- 34; ’20-’26 
4.25,6m Allis Chalmers ........... 6 97- 27; ’20-'26 
sean anas American Can ............ 2 63- 39; 1926 
4.16,12 m Amer. Car & Fdry......... 6 116- 91; ’25-’26 
1.48,6m Amer. Locomotive ........ 8 145- 65; ’23-’26 
scecceses Amer, Smelt. & Refin....... 8 152- 29; ’21-’26 
eeseeces Amer. Sugar Refin.......... 5 96- 36; 21-26 
5.83,6m Amer. Tel. & Tel. ........ 9 151- 96; ’21-’26 
250 enes Amer. Woolen ...:.0:0022... 2° 166- 19; ’20-’26 
ckaseas’ Anaconda Copper ......... 3 67- 28; ’20-’26 
Saas be Armour & Co. (Ill.) “A”... .. 28- 13; ’25-’26 
ustamenden Assoc. Dry Goods ........ 2.50 61- 37; ’25-’26 
acecsees Atch., Topeka & S. F..... 7 172- 76; ’21-'26 
eeecesen Atlantic Coast Line ....... 10a 268- 77; ’21-’26 
se seeeee Atlantic Refining ........... 4 154- 78; ’22-'26 
weneeees Baldwin Locomotive ....... 7 168- 62; °19-’26 
6.36,6m Baltimore & Ohio ........ 6 110- 30; ’21-26 
4.04,6m Bethlehem Steel ........... os 97- 37; ’20-'26 
6.33,6 m  Brook-Manhattan Trans. .. 4 78- 9; '23-'26 
se eseees Brook. Union Gas ........ 5 100- 56; ’24-’26 
seeeeees Brown Shoe ..<.......5::. @ 157- 33; 16-26 
a eeecees Burroughs Add. Mach...... 3 124- 45; '24-’26 
se eeeees California Packing ........ 4 75- 66; 1926 
oe eeeees California Petroleum ...... 2 38- 17; '23-'26 
3.41,3 m Central Leather pfd. ...... os 109- 28; ’20-’26 
sp eeeees Cerro de Pasco ........... _5a 74- 23; °20-’26 
teeeeees Chesapeake & Ohio ........ 10 179- 46; '21-’26 
tes eeees Chic. Mil., St. Paul pfd....  -. 55- 7; ’21-’26 
1.93,6m Childs Company .......... 2.40t 75- 32; °24-°26 
0.64,3 m Chile Copper .............. 2.50 39- 8; ’20-" 
3.42,6m Chrysler Corp. ............ 3 55- 28; ’25-'26 
2.05,3 1m Coco-Cola .%..........0. 5 178- 83; ’24-’26 
4.63,3 m Colorado Fuel & Iron...... - 54- 20; ’21-’26 
se eeeees Columbia Gas & Elec....... 5 91- 33; ’24-’26 
ee eeeees Congoleum-Nairn .......:;  -: 67- 12; ’23-’26 
st eeeees Consol. Gas of N. Y....... 5 146- 57; °20-'26 
seseeees Continental Can. .......... 5 94- 43; °23-'26 
0.08, 6 m Continental Motors ....... 0.80 16- 5; ’22-26 
1.85,6m Corn Prods. Refining ...... 3a 52- 31; ’24-’26 
teeeeee Cee WE a. cacssuce @ 278- 48; °16-'26 
wee eeees Cuba Cane Sugar .......... -: 60- 5; ’20-’26 
se eeeees Cuban Amer. Sugar ...... 1 39- 11; ’21-’26 
baeesaa Davison Chemical ........  .. 81- 20; ’20-’26 
Nil, 3 m Delaware & Hudson ...... 9 184- 90; ’21-’26 
1.33, 3 m Del., Lack. & West....... me 7a 154- 93; ’21-’26 
O235,6m Dedse Brot. “A” ......... a 49- 21; ’25-'26 
8.05,6 m Du Pont de Nemours ..... 8 360-105 ; °22-’26 
hint him Elec. Power & Light...... 40- 17; ’25-26 - 
Nil, 6 m_ Elec. Refrigeration ........ 91- 33; 1926 
Lg: i Be, ee Ee eee ia 42- 10; ’23-’26 
2.06, 6 m Fleischman Co. ............ 3 58- 32; °25-'26 
PNR et Powmmeton Cb. ....osccccacc 5 184- 58; ’23-’26 
2.20,6 m Freeport Texas ........... 4 37- 7; ’20-’26 
Sta General Asphalt ..........  .. 94- 23: ’20-’2 
3.13,6 m General Electric .......... 4 96- 79: 2 
14.35, 6 m General Motors ........... 8 * 226- 55; '’24-’26 
5.27,6 m Gen. Railway Signal ...... 5 94- 60; ’25-’26 
3.03” 3 aeerrerrre = 83- 38; ’22-’26 
7.62,6 m Goodrich, B. F............. 4 88- 17; ’20-’26 
eee Goodyear ES EEE es cain 2 7 115- 35; ’23-’26 
1.37,6 m Great Northern, pfd....... 5 96- 53; ’21-’26 
2.41,6 m Gulf States Steel .......... 5 105- 25; ’20-’26 
2.50,6 m Hudson & Manhat......... 2.50 42- 20; ’24-’26 
615.6m  Tradion Motor .........%.. 3.50 140- 20; ’22-’26 
sathGe es Illinois Central ........... 7 127- 77: ’23-’ 
atkins Interboro Rapid Tr........  .. 39- 95 se 
3.20,6 m Int. Business Machines .... 4 57- 38 1926 
si ebeton Int. Combustion Eng....... 2 70- D 22-26 
cabinets SOR. CEPT ok cin és. ce 6t 158- 67; ’20-’26 
vine niall International Nickel ....... 2 49- 10: 20-26 
2.00,5 m_ International Paper ....... 2 92- 28; ’20-'26 
Be ee a Kennecott Copper ......... 5 64- 14; ’20-’26 
toy Se !llUlC SO 1.20 82- 42; 1926 


(r) 10% 


(c) Year ended February 28. 
(j) Year ended August 31. 
in com. stk. 


(k) Year ended September 30. 
(s) Partly oman 


FORBES for August 15, 1927 


F orbes Guide for Investors 
Latest Figures Showing What Leading Stocks Are Doing 


Section One 
(See page 62 for Second Section) 


(d) Year ended March 31. 


(t) Plus 4% in com. stk. 


(e) Year ended April 30. 
(n) Year ended October 31. 


(u) Plus 5% in com. stk. 


Prices 1927 Pres. Yield 


High Low Prices 
19914-13444 19. 
15334-131 150 
1113%4- 8&8 109 
60%4- 60 
109%4- 95 99 
116 -103 ~« 105 
167%-132% 161 
953%4- 79 86 
1723%4-149% 166 
333%%- 16% 22 
4944- 41% 46 
15%- 8% 9 
44%- 391% 43 
1913%%-1613%4 190 
20534-174% 204 
1255%-107 117 
251-143% 250 
12434-106%4 117 
56%4-433% 55 
70%- 563% 57 
122%- 895% 120 
43%- 30% 41 
973%4- 90 95 
70 -00% 64 
32%- 21% 24 
7934- 54 78 
63%4- 58 60 
190 -1513%4 190 
34%- 18% 30 
Sor. se 35 
A- 1 
5534- 54 
119%4- 96% ry 
983%4- 82% 93 
22%- 17% 18 
09%4- 94 106 
134. 10 11 
63%- sek 54 
9634- 77 93 
1034- 7 8 
28%4- 21% 22 
34%- 26% 331 
230 -171% 211 
173 -140% 164 
27%4- 16% 17 
27134-168 269 
233%4- 16% 22 
371%4- 12% 15 
63%- 391% 61 
607%- 46% 59 
8854- 55% 60 
7634- 34 74 
9634- 683% 74 
1273%4- 81 126 
227%4-145%4 224 
131%- 82% 128 
4934- 371% 45 
- 42% 65 
117%- 98% 115 
95 - 795% 94 
64 - 46 54 
65%- 40%4 57 
887%- 48% 86 
yo 132 
52%- 37 
oe 88 
- 43% 46 
‘ss -1355% 186 
75 - 38% 59 
60%- 39% 50 
66%- 60 66 
59%- 45% 59 
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C L. BRADLEY has been elected presi- 
« dent and a director of the Cleveland 
Union Terminals Company, succeeding O. 
P. Van Sweringen who resigned as presi- 
dent but remains as a director. C. S. 
Millard, president of the Big Four; W. 
L. Ross, president of the N. Y., Chicago 
& St. Louis; R. E. Dougherty, and W. N. 
King, of the New York Central, have also 
been elected directors. 

Sumner Ballard and Arthur O. Choate 
were elected directors of the National 
Surety Company. 

Lloyd K. Larson and J. R. Sheldon have 
been appointed to the board of the Rem- 
ington Arms Company. 

William F. Merrill has resigned as 
president and director of the American 
Pneumatic Service Company. Merton L. 
Emerson, vice-president, is acting presi- 
dent. 


Noe A. BOYD, sales manager 
of the Larabee Dey Motor Truck 
Company, of. Binghamton, N. Y., has 
been elected to the board of Fred Mason 
Product, Inc., makers of Spark-Lin-Ale 
ginger ale. 

W. R. Begg was elected a director of 
the American Brown Boveri Electric 
Corporation. 

Robert Thackera has resigned as vice- 
president and general manager of the 
Luckenbach Steamship Company to be- 
come permanent chairman of the Inter- 
coastal Steamship Conference. 

Charles P. Cooper, vice-president of the 
American Telephone & Telegraph Com- 
pany, has been elected a director. 

John C. Mahlan and Carl Ehlerman 
were elected directors of Austin, Nichols 
& Company. 

Roger Dunscomb has purchased the 
New York Stock Exchange membership 
of the late John A. McElroy for $218,000. 

Alfons Wile has become a director of 
M. Morgenthau-Seixas Company, Inc. 


ALTER C. CARROLL has re- 

signed as vice-president of the 
Inland Steel Company to become presi- 
dent of the National Association of Sheet 
& Tin Plate Manufacturers, and chairman 
of the Sheet Steel Trade Extension Com- 
mittee. 

Hamilton A. Higbie has been elected 
president of the Long Island Finance Cor- 
poration, succeeding Robert W. Higbie, 
who is now chairman. 

Clarence J. Blaker, formerly with 
Tobey & Kirk, and then with Prince & 
Whitely, is now a general partner in the 
firm of Morrison & Townsend. 


HREE executives of the Western 

Electric Company, now in Cologne, 
Germany, studying manufacturing methods 
there, were notified by cable of their pro- 
motions. W. F. Hosford will become 
controller of manufacture; David Levin- 
ger, engineer of manufacture; and J. R. 
Shea, superintendent of manufacturing 
development. 
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Canadian Pacific Ry. 


Analyzed in our latest Weex.ty REviEw 


Copy F-11 on request 





Securities carried on conservative margin 


PRINCE & WHITELY 


Established 1878 
New York Stock Exchange Chicago Stock Exchange 
Cleveland Stock Exchange 


25 BROAD STREET NEW YORK 
UPTOWN OFFICE: HOTEL ST. REGIS 
Chicago Cleveland Akron 
New Haven Hartford Meriden Bridgeport § Newport 


picks Kicks‘ 


An unsolicited letter 
From The Hicks Rubber Co., Waco, Texas, 
the largest retail and wholesale tire 
merchandiser in America 























THE DAYTON RUBBER MFG. CO., 
Dayton, Ohio. 
Gentlemen: 

I want to register a complaint. 


Preliminary to defining my criticism, let me say that in the 
six years that we have «one business with Dayton our volume 
has increased from $12,000.00 in 1921 to an almost certain 
$2,000,000.00 in 1927. 

If a tire gives a good account of itself in Texas, it is a safe 
bet for spectacular mileage elsewhere. We many months ago 
advertised that 95% of the users of Dayton tires would make 
the unqualified statement that Daytons would run twice as far 
as any other tires that they had ever used. We have never 
had that statement challenged. In our check-up in Waco we 
find that 60% of the taxicabs, 75% of the cars of salesmen, 
and probably 85% of the trucks in this community use Dayton 
tires. The most exacting users fall within these classifications, 
so it is readily apparent that Dayton’s superiority is abun- 
dantly demonstrated. 


The Dayton 
STABILIZED 
Balloon 

This Sensational 
Tire Smashes 
All Mileage Records 


My criticism, then, is just this, you are too modest. Why don’t you say in your advertising 
that Dayton tires are twice as g as other tires? Why don’t you say that they will 
average over 20,000 miles? Why don’t you call attention to some comparisons in weight 
and materials and let the public realize what better materials and more of it mean in 


the way of tire performance? (signed) D. T. HICKS. 


THE Dayton Russer Merc. Co., Dayton, Onto 


ayton 
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F orbes Guide for Investors 
Latest Figures Showing What Leading Stocks Are Doing 


Thou. 
Shares Book Earns 


Par Out Value 1926 
50 1,211 $102 $827 
25 1,754 25 6.76 

No 1 ‘061 35 6.02: 
25 500 30 2.44 

100 1,169 1644 16.60 

No 713 68 9.86 

No 350 62 9.20” 

No 2,317 39 6.06 

No 1,357 46 5.90 

No 808 118 5.33 

100 828 125 6.10 

No 1,141 30 6.25 

No 2,730 16 8.50" 
25 2,045 42 6.32 

No 1,100 25 6.14 

No 200 29 0.30 

100 310 200 12.40 

100 3,833 150 14.52 

100 303 «261 = 20.11 

100 1,571 106 5.24 

100 1,380 180 25.71 
10 4,078 22 3.94 

100 2,480 175 8.47 
25 740 37 6.30 
25 2300°' 2 2.45 
10 3,004 16 5.27 
50 2,421 58 9,32 

No 571 108 8.12 
50 10,000 87 6.78 

100 450 142 14.47 
50 930 76 7.33 

No 330 = Nil 1.42 

100 124 237 Nil 

No 3,577 21 2.06 

100 1,350 125 12.07 

No 1,155 12 3.55 
50 1,400 83 11.24 

No 1,252 65 3.16° 

100 300 221 = 11.05 

100 505 145 14.17 

100 164 175 8.60* 

100 370 =:115 4.71 

No 4,200 30 5.22 

No 4,500 52 3.53 

100 100 203 16.40 

100 3,724 154 10.42 

100 1,300 187 17.16 

No 1,236 61 6.50 

No 12,602 44 4.38 
25 24,145 35 5.00 

No 42 8.42 

No 1 ws 50 6.67 
25 6,578 45 5.48 

No 2,540 6 3.70 

No 1,201 24 7.05 

100 660 62 11.00 
25 400 38 4.41 

No 2,660 65 9.08 
25 3,789 43 3.12 

100 2,223 183 16.65 

No 2,500 74 7.80 

100 120 212 35.08 

100 240 «(168 2.32 

No 666 54 233° 

100 810 174 10.54 

100 7,116 171 10.80 

100 666 158 5.95 

100 600 «=—(108 1.73 

100 998 182 15.25 
50 793 64 13.30 
50 2,290 73 5.95 
50 800 56 2.75 

5 2,527 20 0.25 
25 3,900 44 7.23 


(a) Partly extra. (b) 
une 30. 


10 mon 





Earns. 1927 
m=>months 
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Year ended January 31. 
ear ended July 31. 


G) Year ended August 31. 
30. wl? Before charges for depletion. = 


(r) 10% in com. stk. 


Section Two 
(See page 60 for First Section) 
Div. 
Rate 
Lehigh Valley ............ $3.50 
Liggett & Myers “B” ..... 4a 
I i 2 
Loose-Wiles Biscuit ....... 1.60 
Louisville & Nashville...... 7 
Mack Trucks ............. 6 
——S . e as 5 
eS ko ee oe 
Mid-Continent Pet ........ 3 
Missouri-Kan-Texas ...... ee 
Missouri Pacific .......... ee 
Montgomery Ward ........ 4 
Nash Motors ............ 4 
National Biscuit .......... 6a 
Nat. Cash Register “A”.... 3 
National Bellas Hess ...... = 
National Lead ...........; 5 
New York Central ....... 7 
N. Y., Chic. & St. Louis... 11 
N. Y., N. H..& Hart...... oe 
Norfolk & Western ........ 8 
North American .......... 10r 
Northern Pacific .......... 5 
Owens Bottle ............. 3u 
Pacific Gas & Elec......... 2 
Packard Motor ........... 2.40 
Pan-Amer. Pete., “B”...... 6 
Paramount-Fam.-Lasky ... 10a 
Pennsylvania R. R......... 3.50 
Pere Marquette .......... 6 
Philadelphia Company ..... 4 
Pierce-Arrow ............ oe 
Pressed Steel Car ........ .e 
Public Service of N. J..... 2 
Pullman Company ........ 8 
ge RE eee ea 
ON fe PE © RE ‘Sa 
Remington Rand, Inc. .... 1.60 
Republic Iron & Steel..... 4 
St. Louis-San Fran......... 8a 
St. L.-Southwestern ...... ee 
Seaboard Air Line ........ oe 
Sears, Roebuck ........... 2.50 
Sinclair Consol. Oil ....... oe 
Sloss-Sheffield Steel ...... 6 
Southern Pacific .......... 6 
Southern Railway ........ 7 
Standard Gas & Elec. ..... 3.50 
Standard Oil of Cal....... 
Standard Oil of N. J....... 1.50a 
Stewart-Warner .......... 6 
Studebaker Corp. .......... 5 
Texas Corporation ........ 3 
Texas Gulf Sulphur ...... 4 
Timken Roller Bearing .... 5a 
Tobacco Products ......... 7 
Underwood Typewriter .... 4 
Union Carbide & Carbon.. 6 
Union Oil of Cal........... 2 
Union Pacific ........ ee 
Ce 2 eee 4 
U. S. Cast Iron Pipe ...... 10 
U. S. Industrial Alcohol. . 5 
U. S. Realty & Improve.. 4 
BA is PD oi vec ccccnces me 
ch « Peers 7 
Wabash Railway .......... BF 
Western Pacific .......... ie 
Western Union ........... 8 
Westinghouse Air Brake... 8a 
Westinghouse Electric .... 4 
White Motors ............ 4 
Willys-Overland .......... a 
Woolworth, F. W. ........ 5 


(c) Year ended February 28. 
(k) Year ended September 30. 
(s) Partly estimated. 


Long 


Term 


Price Range 


106- 40; 
103- 49; 
48- 10; 
48y4- 46; 
155- 36; 
242- 25; 
131- 54; 


34; 
_128- 40; 
57- 32; 
122- 36; 
91- 31: 
83- 
114- 39; 
34- 31; 
200- 88: 


78- 26; 
101- 52; 


21-26 
°24-'26 
°21-’26 

1926 
21-26 
’20-’26 


; °20-’26 


; ’21-'26 
; '23-'26 
9; '21-'26 
; '21-'26 
; '23-'26 
; '21~'26 
; '20-'26 
; °23-"26 


; ‘22-26 
"21-’26 
’20-’26 
21-26 
23-26 
°22-'26 


6; ’20-’26 


’20-’26 

1926 
’20-’26 
"24-26 
"22-’26 


Listed 1927 
5- 40; ’20-’26 


? 


104- 15; 
74- 11; 
54- 


"20-26 
*20-’26 


2; 20-26 


58- 44; 


1926 
20-26 


; ’20-’26 
; °21-’26 
; °21-’26 
; ’24-'26 
; '21-’26 
1; ’22-’26 
; '20-’26 


30; ’24-’26 


; 21-26 


1926 


28; ’22-’26 


35- 4; 
222- 72; 
(d) Year ended March 31. 


(n) Year ended 
(t) Plus 4% in com. stk. 


: 2026 
36; °23-’26 


1926 


; °24-'26 
; ’20-'26 


1926 


3 '20-'26 
; °20-'26 


*20-’26 
"24-’26 


Prices 1927 Pres. Yield 


High Low Prices 


137%4- 993% 
122 


6374- 46% 
4814. 351 
14934-12854 
11854-8844 
-124 
et 
3034. 29 
56%. 3134 
62 - 37% 
70 - 60% 


138 7 9494 
45%- 30% 
4414- 36 
115%4- 95 
15634-137%4 
13034-110 
585%- 415% 
18914-156 
52%4- 455% 
9234- 78 
8414- 75% 
3934- 31 
37%4- 33% 
6634- 53% 
11434- 92% 
65 - 563% 
14034-1144 
110 - 85% 
ave 12% 
- 36% 
34. 32 
19534-172% 


6454-4136 
Gi. 37% 
75%- 5634 


11734-100% 
93 - 


6654- 
67%- 37% 
12934-1113% 
81 - 
4744- 25% 
17034-14414 
18134-133% 
8834- 675% 
5834- 36 
24%4- 16 
15534-117% 


18 
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= Mortgage Bond Market | 


(Continued from page 55) 


NE sixth of this amount represents Investors 
eekly 














the business reported for June, which 4 
outlay was about 33 per cent. greater 


and 

Market Letter than issues announced during May. The 

sudden increase is due to the revival of é' ( d 

apartment !. se construction in a num- ra ers 
ber of places outside of New York, which : 
perhaps has sufficient multi-family ac- jane = ~~ eo patet 
commodations to satisfy the demand for anaty® 
at least a year. Cooperative projects are useful for ready reference. 


e 
International popular in New York and suburbs. This SENT ON REQUEST 


type of structure has been remarkably ASK FOR 730-26 


Harvester successful in obtaining financial backing 


and tenant owners. 





Bonds and Credit FULL AND ODD LOTS 
General Motors | ‘ 
BR ORROWERS may have noticed that of listed securities bought 
more money has been released by and sold for cash, or car- 


Phillips Petroleum _ || srcciatists in old tine mortgages in the last ried on conservaieve sate. 


two months than during the previous 
twelve months. About a year ago it was 
secretly agreed by title and mortgage 
companies to lock up their money chests McClave & Co. 
until normal times had returned in build- MEMBERS 
Copy on Request ing production. They have unlocked them New York Stock Exchange 

and are inviting builders to submit appli- New York Cotton Exchange 


cations, according to the latest informa- 
tion. 67 Exchange Place 


r The officials of these companies should New York 
a fo rk be complimented for the skillful manner oe 3542 
in which they retired from the market, ee ene 


so to speak, and yet kept the fact from 
Established 1873 the public. bee 4 = not aye to ~ 
ceive requests for loans nor tell appli- , : 
Members N. Y. Stock Exchange cants that it was doubtful if they would on — Pik Hh. G Buen, HY. 
- y, Cor. 41st St., N. Y. 
get the money desired. That would not New Brunswick, N. J. 

25 Broad Street New York be diplomacy and might result in creat- 
ing the impression which the companies 
were eager to avoid. They merely piled 
up so many objections against a project, 
considered too numerous to be a good risk, MOTOR. STOCKS 
that the builder withdrew his application 
under the impression that his operation 
was structurally at fault. It was well 
that the public was not allowed in on the TonDan | Panct 
secret because the effect would have been 

disastrous and nation-wide, and the little 


investor as well as the big one would have What Outlook For 
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suffered mentally if not financially. 
Motor Stocks? 
Greater Discrimination After a strong upswing in 1925, most 
motor stocks have been declining the past 
MONEY is being passed out with a| || Zevcode tall Jie Amrita, Smmoce 
careful hand these days. Stabiliza- Jan. 8, 1926—see_ arrow. With Dodge, 
Pierce Arrow and Jordan selling for a frac- 





tion of the entire real estate market will tion of what they were then, several other 









be the result of this procedure for builders stocks also low, are these motors an at- 
cannot build without a banker. This slow pve gy a a — fiela” PF. 
down will allow the normal growth to prospects still? sm il é 
take up the space still in the market for | |] , Analysis of the motor situation, Wits 
rent. An economic balance may be ex- just been prepared. A few extra copies 
pected in a year, or sooner, perhaps, in ee 
New York. This will result in the re- ° S ene ° 
.... Your Los Angeles straint being lifted from various types American Securities Service 
of buildings by the bankers. New York 1047 Corn Ex. Bank Bldg. New York 








business will be cared 
for promptly and care- 
fully at the “Citizens.” 














is in need of certain classes of buildings 
among which apartment houses must not 
be included. 

The ascent of the mortgage bond as a 
popular investment has spread the owner- 
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A free Information Bureau is ship of prominent properties in a number \% may consult the In- 

| maintained for visitors. ve | of American cities over the entire world. quiry Department for in- 

are cordially invited to call. One bond house has sold bonds secured formation and opinions 

by buildings in this country to thrifty concerning investments. 

FIFTH AND SPRING folk in thirteen countries of Europe. The fee is $2 for each se- 

CITIZEN S Chicago and other western cities, where curity, or $5 for three. Let- 

the mortgage bond has been_in use much ters should be addressed to 

NATIONAL BANK |] [ze ts, iNew Yor mut have ingeiry Department 
, pot : FORBES MAGAZINE 

LOS ANGELES ership does not rest within the United 120 Fifth A New York 

States. : 
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Semi-Investment Securities 


that Offer Good Yields 


A Group Mostly of Preferred Stocks Returning More than 6 Per Cent— 
A Sound Convertible Oil Bond—Chrysler Offers High Yield in Its 
Class—New Haven to Issue New Preferred with Call on Common 


in the stock and bond markets is in- 

creasing the difficulties of the investor. 
Few really high grade, readily marketable 
preferred stocks or bonds now sell to re- 
turn as much as 6 per cent. The best 
bonds yield between 4 and 5 per cent. 

A number of miscellaneous issues are 
described in the following paragraphs 
which yield over 6 per cent. in nearly all 
instances. They are of the so-called busi- 
ness man’s type—they need watching. 
Nevertheless, the risks incurred in buying 
these better than average yields are not 
pronounced, and some of the issues are 
likely to work into a stronger position in 
the course of time. 


Chrysler Corporation Preferred 


H fies 7.3 per cent. available on Chrysler 
Corporation preferred stock, selling 
at 110 is difficult to account for other 
than the fact that it is the obligation of an 
automobile company. Most investors seem 
to think that they should get a better 
than average return on these securities. 
There are 214,734 shares of Chrysler pre- 
ferred-outstanding. It is an $8 cumulative 
stock, without par value, redeemable at 
$115 a share. 

Funded debt ahead of this stock is 
negligible and it has very large protec- 
tion in property and earnings. It is fol- 
lowed by common stock with a current 
market value of around $135,000,000 and 
paying regular dividends. 

In 1926 Chrysler earned $15,448,587 net, 
and to cover its preferred dividend needed 


G is tte si years’ general upward trend 


By Edward L. Barnes - 














6% Yields With Reasonable Safety 
Preferred Div. Approx. No. Shs. Price Range 
Stock Rate Price Yield Outstanding 1927 

CPeweler.. Ceemy, «415.0 05:50:56 00885 $8.00 110 7.3% 214,734 112%,—102% 
i HI os dncslehsspelees 7.00 117 60% 330,000 118%—105%4 
American Ice .............. 6.00 91 6.6% 150,000 96 — 84 
a re 6.00 100 6.0% 251.273 103%— 95% 
Archer-Daniels ............. 7.00 106 6.6% 45,000 109 —106 
Gen’l Outdoor Class “A”.... 4.00 58 69% 125,000 581%4— 545% 














only $1,725,588. In the year before that 
it earned $17,126,000 net and in the cur- 
rent year may do approximately as well 
as in 1926, 

It is one of the few automobile com- 
panies which is giving an exceedingly 
good account of itself in the present era 
of intense competition, new models and 
general readjustment. Better than $70 a 
share was earned on Chrysler preferred 
in each of the last two years. So far 
as present earning power is concerned the 
stock looks distinctly undervalued in a 
4 per cent. money market. 


Deere & Co. Preferred 

POLOwING payment of 75c. a share 

extra and the $1.75 regular dividend 
on June 1 last, there was still $8.25 a 
share in back dividends due on Deere & 
Co. preferred stock. This arrearage will 
doubtless "be paid off in the near future 
as the company is in strong cash position 
and earning far in excess of preferred 
dividend requirements. Based on present 
price of about 117, clearing off of this 
arrearage would bring net cost of the 
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Why Investment Prices Are High 


stock down to 109 to yield 6.4% on the 
regular $7 dividend. 

Deere & Co. is an important manufac- 
turer of agricultural implements produc- 
ing a complete line save for threshing 
machines. Under anything approaching 
normal conditions in this essential indus- 
try, the company can earn its preferred 
dividends by a wide margin. While the 
company operated at a loss in 1921 and 
1922, and fell behind in its preferred divi- 
dend payments, this was due to excep- 
tionally adverse conditions, hardly likely 
to be repeated except as the aftermath 
of some great calamity such as the World 
War. 

There are 330,000 shares of Deere & 
Co. preferred stock outstanding, and it 
has first claim on earnings, there being 
no bonds. Moreover, it is covered by 
net quick assets to the full par amount 
outstanding. It is not redeemable. Last 
year’s earnings were equivalent to $23.22 a 
share on the preferred, and in 1925, 
$13.68 a share was reported. 

Earnings and dividends have been too 
irregular for the stock to be regarded as 
of the highest grade, and its price has 
fluctuated over a wide range for an_in- 
vestment issue, but it is suitable for in- 
clusion in a list of diversified holdings 


- where one is willing to keep in touch 


with market trends. 


New Haven Preferred 


Bes proposal of the New York, New 
Haven and Hartford Railroad to issue 
nearly half a million shares of preferred 
stock to liquidate a large part of its ob- 
ligations due the Government, has re- 
sulted in the creation of a market on the 
curb for the new stock on a “when is- 
sued” basis. 

It is quoted to yield about 6.4 per cent. 
and current revenues of the road indicate 
an ability to earn the $7 dividend some- 
what better than three times over. The 
stock has an added feature of attractiot 
in that it. will be convertible share 
for share into common, though this is 2 
privilege which is unlikely to have any 
value in the immediate years ahead. 
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American Ice Preferred - 


HERE are 150,000 shares of Ameri- 

can. Ice 6 per cent. non-cumulative 
preferred stock outstanding on which 
$18.11 a share was earned in 1926 and 
$19.83 a share in 1925. Though the 
margin over dividends has not been par- 
ticularly large, earnings have been good 
enough over a period of years to entitle 
the stock to a moderately good investment 
rating. 

The company is one of the largest man- 
ufacturers of artificial ice which it dis- 
tributes at wholesale and retail. It has 
also been supplementing its ice business 
to an increased extent by other activities, 
such as the distribution of coal. Thus 
far at least, competition from household 
electrical refrigeration has not been a 
serious factor for the company and of- 
ficials do not believe that it ever will 
be. 
Officials were quoted as saying that the 
business is showing good expansion in all 
of the eight large cities covered and that 
there is a steady increase in the number 
of customers. 

The company has continued absorbing 
plants in its territory, thus considerably 
strengthening its distributing and manu- 
facturing position. Regular dividends are 
being paid on the common stock, of which 
there are 600,000 shares, giving effect to 
the sale of new stock and split-up of old 
shares. 


Fisk Rubber 


A short term bond investment of fair 
but not highest grade quality is to 
be found in the Fisk Rubber 5%4’s of 
1931, quoted at 97 to yield 6.3 per cent. 
to maturity. These notes were brought 
out in 1926 at 98%4. They are a direct 
obligation of the company but are not 
secured by mortgage and are subject to 
$8,370,000 of Ist 8's, 1941. 

A sinking fund of $250,000 annually 
is to be applied to the purchase of the 
notes at not exceeding 100 and interest. 
There were originally $10,000,000 of the 
5%’s outstanding. They are available in 
denominations of $500 and $1000. Inter- 
est is payable January and July 1. 

Fisk Rubber is one of the leading manu- 
facturers of automobile tires. It earned 
its total interest requirements more than 
twice over in the last fiscal year. Net 
tangible assets are more than three times, 
and net current asssets nearly twice, the 
amount of these notes and prior obliga- 
tions. Dividends are currently being paid 
on all classes of preferred stock, though 
the tire industry is not in a very prosper- 
ous condition at the moment. 


Rock Island 


HE return of 6% offered by Chicago, 
Rock Island & Pacific 6 per cent. 
Preferred, quoted at par, is one of the 
highest yields available among the lead- 
ing railroad preferred stocks. The Rock 
Island is staging a remarkable transfor- 
mation in earning power and efficiency as 
witness the movement of the common to 
much higher levels than ever before 
reached and indications that around $15 a 
share will be earned this year. On the 
6 per cent. preferred stock, this year’s 
earnings will be in the neighborhood of 
$27 a share, or 4% times the dividend. 
Both the 7 and 6 per cent. preferred 
stocks are entitled to cumulative divi- 
dends up to, but not exceeding 5 per cent. 
he 7 per cent. preferred has priority 
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H. L. DOHERTY 
& COMPANY 


68 Wall St., New York 


Please send me, without 
obligation, full informa- 
tion about Cities Service 
securities. 


Hydro-electric development at Bristol,T enn.- 
Va., of the Watauga Power Company, 
a Cities Service public wility subsidiary. 





Y our Money is Invested 


Organization Serving 
3000 Communities 


Through its more than 100 subsidiaries 


3000 cities and communities with every 
day necessities of modern life. Millions 
of people, thousands of industries and an 
army of motorists in 32 states depend on 
Cities Service for essential services and 
products in three great industries—elec- 
tric light and power, manufactured and 
natural gas and petroleum. 


information about the investment securi- 
ties of the $650,000,000 Cities Service 
organization. 
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icago, Illinois. 


SSBEATING THE 
Stock MARKET”’ 


ECAUSE I believe that 

as I am successful in 
placing my book, “Beating 
the Stock Market” in the 
hands of American inves- 
tors, I shall reduce the 
number of those who lose 
money and increase the 
number of those who make 
money in the stock market, 
I want to send every in- 
vestor a copy. 


MAIL If you will fill out the at- 
THIS tached coupon we will mail 
COUPON you a copy without charge. 


After you read it, you are 
free to send the $2.00 or re- 
turn the book. 




















“ “ R.W.MSs NEEL ,DIRECTOR 
eO&nAristocracy of Successful Investors” 
120 BOYLSTON ST. BOSTON 
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Do you know what stocks will, in the 
opinion of experts, show the quickest and 
most profitable returns? 

There is one sure way of knowing expert 
opinion. Read the Business Economic 
Digest for the consensus of opinion! The 
Digest analyzes the leading forecasting 
services, weighs each with scientific meas- 
ures—then presents the 


majority selection of 
experts. 


Our record shows actual proof of 
the value of this sound method 
of market analysis. Know what 

stocks to buy and when! Send 
for a free copy. 





TheBusinessfconomicDigest 
Gage P.Wright, Pres. 


134 N. La Salle St. 
Chicago, IIl. 


Without obligation mail me your 
current Digest and your booklet, 
“When Experts Disagree.” 
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over the 6 per cent. preferred only to the 
extent of 1 per cent. in any fiscal period, 
and the two classes rank equally as to 
further dividends. The 6 per cent. pre- 
ferred is redeemable at 102. 

Dividends have been paid regularly since 
1918. With larger dividends freely 
predicted for the common, the investment 
status of the preferred is obviously im- 
proving and it should make a good holding 
for income, the return being quite liberal 
in the present market for a stock dis- 
playing such ample earning power. 

Archer-Daniels Midland 

Gon 45,000 shares of 7 per cent. cumu- 

lative preferred stock which this 
company has outstanding have first claim 
on profits, there being no funded debt. 
It takes but slightly over $300,000 to pay 
this dividend and in the fiscal year ended 
Aug. 31, 1926, net income was $1,585,479 
and in the year before that it was $1,900,- 
227. For the nine months ended May 31, 
1927, $25.28 a share was earned on the 
preferred. 

It is listed on the N. Y. Stock Ex- 
change, though comparatively inactive. 
Recent price has been around 106 to yield 
6.6 per cent. Net quick assets as of Aug. 
31, 1926, were nearly one and one-half 
times the par amount of outstanding stock. 
Average earning power has been well in 
excess of preferred dividend requirements 
over a period of years. 

Archer-Daniels Midland Co. was formed 
in 1923 as a consolidation of two con- 
cerns which have been in business for 
more than 20 years. The company is 
engaged in the production and sale of all 
varieties of linseed oil, linseed cake and 
meal, also castor oil. Plants have a 
yearly capacity of about 15,000,000 bushels 
of flaxseed. 


General Outdoor Advertising 
ENERAL OUTDOOR ADVERTIS- 
ING Class “A” stock gives the ex- 

ceptionally good return of 6.9 per cent., 
although so far as safety of the $4 divi- 
dend is concerned the stock seems in bet- 
ter position than certain other issues 
yielding less. In the first six months 
of this year net earnings were $1,635,531, 
a moderate increase over the correspond- 
ing period of the previous year, and 
equivalent to $12.40 a share on the Class 
“A” stock after preferred dividend re- 
quirements. 

There are 125,000 shares of the Class 
“A” stock. It will be callable in another 
year or so at $60, which restricts its 
speculative appeal, but does not make it 
any the less attractive for income pur- 
poses. The stock has preference as to $4 
cumulative dividends over the common, 
and in addition, after payment of $2 a 
share on the common in any one year, the 
“A” stock participates share for share 
with the common in any further pay- 
ments until the Class “A” has received $2 
additional. The common is now paying 
$2, so that the “A” stock is in line to par- 
ticipate in any further distribution on 
the common. 

General Outdoor Advertising Company 
has been doing very well since its for- 
mation early in 1925 as a consolidation of 
a number of properties, and difficulties 
which the company has had over its bill- 
boards in certain localities find no re- 
flection in earnings, which have been 
climbing. There is no funded debt and 
only a small amount of preferred stock 
ahead of the Class “A” shares. 
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Fenner & Beane 


60 Beaver St. New York 
Fenner & Beane Bidg., New Orleans 


Members 


N. Y. Stock Exchange 

N. Y. Cotton Exchange 

N. Y. Coffee and Sugar Exchange 
New Orleans Cotton Exchange 
Chicago Board of Trade 
Louisiana Sugar & Rice Exchange 
N. Y. Produce Exchange 

New Orleans Board of Trade 
Rubber Exchange of N. Y. 


Associate Members 


Liverpool Cotton Ass’n. 
N. Y. Curb Market Ass’n. 


STOCKS COTTON 

GRAIN COFFEE 

SUGAR RUBBER 
PROVISIONS 


Bought and sold for cash or 
carried on conservative margin 


Private wi to N 
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it’s 
Oakland 
: = _6F 


EACH geographical division 
has its industrial center. 


In the West . . . it’s Oakland. This 
city has every natural advantage for 
manufacturers . . . location, transpor- 
tation, raw materials, labor, climate. 

Oakland is the predominant choice 
m= sessse=-3 for Western branch- 


"e Ask us for intimate, 
detailed information. 
Your inquiries will 
o : be regarded as confi- 
dential. 


<J OREGON jj 
‘ 


OAKLAND BANK 


12th and Broadway 
Oakland, Calif. 
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Does the Power Industry Need 


More Criticism ? 


Some Utility Men Think So and Point to Danger of the 
Smartest Youngster in America’s Industrial 
Family Developing a Swelled Head 


there that the heat, light and power 
industry is approaching a period of 
self-examination. So many good things 
have been said about it in recent years that 
some leaders within the industry itself are 
4 bit alarmed. Nothing could hurt the in- 
dustry more, they feel, than a case of 
“Big Head.” ; : 
The industry is young. It is wise. 
There is no question that it has shown 
more intelligence than many of the elder 
industries. It has committed itself gen- 
erally to the theory of service. But is it 
in all cases, these men are asking, actually 
giving all the service which it can? Is 
there not danger of its riding the theory 
too comfortably and missing a good many 
tricks in actual performance? 


T HERE are indications here and 


Case in Point 


T= is the story going the rounds, 
for instance, of the utilities company 
in a New York State community which 
found that it was making slightly more 
money than it cared to make, in view of 
the income tax which any great increase 
in profits would subject it to, and de- 
cided to present the public with a wholly 
unexpected cut in rates instead. 

Instead of the decreased profits which 
the astute and generous utilities experts 
had aimed at, this company, before the 
year was out, was fairly swamped with 
profits. 


N°? one lost by this performance, not 
even the political government, for 
the excess profits tax was greater than 
anyone had dreamed of. But was it not 
the business of the utilities men to know 
that the lower rate was the more profit- 
able one? 

The joke of the thing is that the in- 
dustry did know that low rates are more 
profitable than high ones. But does it 
always know what rates are high? If it 
does not, the acceptance of the theory 
constitutes mere lip service to the public 
and the situation is more dangerous, in the 
long run, than if the theory were not 
accepted. 

If an industry believed in high prices 
because it thought them more profitable, a 
demonstration that they were not more 
profitable would cause it to change its 
mind. But what of an industry which 
believes in low rates and believes its rates 
are low when they are not? 


The Lowest Rate 


Q BVIOUSLY no outside agency can 
be depended upon to find the lowest 
possible rate upon. which the industry can 
thrive. Only the industry itself can find 
that, for electricity is not an institution 
which can be regulated, but a cosmic 
force about which we are discovering 
more and more each year. 
The tritest remark that could be made 
in a utilities convention is that the lowest 
margin of profit is the most profitable 


one. The principle is so generally accepted 
that no one is supposed to waste his 
breath in its repetition: and because the 
public knows that it is so accepted, public 
relations with the industry are healthier 
than they ever were before. 


Investing in Power 


EFRIGERATION, like the automo- 

bile, is such a saving all around that, 
if once generally employed, it can be de- 
pended upon to pay its way. When we 
invest in power, as Forses writers have 
pointed out from time to time, the social 
results are somewhat different than when 
we spend our money in any other form of 
luxury. 

For every investment in power equips 
us individually to contribute more to the 
common good. The power industries are 
not only the key to American success, but 
they are American success: for there is 
no other human success than the wise use 
of power. 


No Saturation Point 


It is probably true, as Frank L. Dame 
says, that there is no saturation point in 
the power industry. There is no limit to 
the power that human life wants to use. 
But there is a limit to the power which we 
can buy at any particular time; and to 
raise that limit is the first concern of the 
electrical industry. 

That limit can be raised, seemingly, only 
in one way, and that is through distribu- 
ting more power. This may seem like a 
vicious circle, but it is not. For every 
new discovery does make it possible to 
increase service, and increased service 
tends to open up the way toward lower 
rates. 

In finding these lower rates, there need 
be no sacrifice of money-making. A non- 
profitable rate, in fact, is an impossible 
rate to continue, and is therefore a socially 
improvident rate. But while there need 
be no sacrifice of money-making, it is 
possible that there needs to be a great 
sloughing off of money-making habits. 


Closer Profit Margins 


pees thousands of years it was generally 
supposed that the highest feasible 
price was the most desirable price from 
the seller’s standpoint. Only for a decade 
or two has it become known that the 
lowest workable price is the most prof- 
itable. This is a discovery reserved for our 
times. The principle was not discovered 
before, seemingly, because it was never 
quite true before. 

But has the principle been grasped suf- 
ficiently, even yet, by the very industry 
which has possibly had most to do with 
discovering it? That is what a good many 
men within the power industry are asking: 
and they are anxious that the question 


shall be thrashed out within the industry 
itself. 








MAXWELL 


Houser CoFrFreE 
needed a Southeastern factory 





.. [hey chose Jacksonville 
for its location 


The nation-wide demand for Maxwell House 
Coffee made a Southeastern factory imperative. 
When this factory was established, the Cheek- 
Neal Coffee Company picked Jacksonville for its 
location... and the selling costs of their 
Jacksonville plant are lower than those of any 
other plant in their organization. 


Since 1910, when it was built, the output 
of their Jacksonville factory has grown tremen- 
dously. More than $6,000,000 worth of raw 
coffee was imported through Jacksonville last 
year alone to supply this rapidly expanding con- 
cern. And the experience of the Cheek-Neal 
Coffee Company is typical of the success that 
nearly two hundred nationally known manu- 
facturers have had—in locating their South- 
eastern branch offices in this flourishing, grow- 
ing city. 


Jacksonville’s deep-water harbor and _ its 
strategic location makes it a favored ocean 
port—especially for South American trade. In 
the center of an immense and prosperous terri- 
tory, its freight rates compare favorably with 
those of the largest Eastern cities. Its power 
rates are among the lowest in this country. 
One and one-fourth cents per kilowatt is the 
rate for industrial users. Nine trunk-line rail- 
roads give Jacksonville swift connection with 
every section of America. 


Let us point out to you other advantages of 
Jacksonville, as a distributing point for your 
products! Or come to Jacksonville, and in- 
vestigate these advantages for yourself! Spend 
your vacation here! Jacksonville is a delightful 
residential city. It offers you year-round 
facilities for outdoor sport and pastime, under 
Florida’s sunny skies. For further information 
and for booklet with hotel rates, address 
Believers in Jacksonville, P. O. Box 318, Jack- 
sonville, Florida. 


Believers in 


acksonville 
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“An association of representative business men 

incorporated for the single purpose of com- 

munity advertising. Affiliated with Jacksonville 
Chamber of Commerce.” 
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To Those Who 


are Building a 
Fortune 


AFE Investment is 
the surest way to 
fortune. By steadily 
putting one’s surplus in 
sound, interest-yield- 
ing securities, and re- 
investing the returns, 
one can amass a com- 
fortable fortune to 
take care of “therainy 
day” or old age. 


S.W. STRAUS & CO. 
offer their services— 
based on 45 years ex- 
perience —to all in- 
vestors with large or 
small sums at their 
disposal. We special- 
ize in safety, and the 
sound first mortgage 
bonds we offer yield 
a better rate than 
other equally safe in- 
vestments. 


We suggest that you 
write today for litera- 
ture describing safe 
and attractive bonds, 
in $1,000, $500, and 
$100 denominations. 
Ask for 


BOOKLET H-1711 


S.W. STRAUS 


& CO. 


Investment Bonds y 


SrrRaus BUILDING 


565 Fifth Avenue Michigan Ave. 
at 46th St, at Jackson Blvd, 
New YorRK CHICAGO 


STRAUS BUILDING 
79 Post Street, SAN FRANCISCO 


Incorporated 


STRAUS BUILDING 








—— ESTABLISHED IN 1882 — 
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DIGEST 


American Smelting & Refining Co.— 
Has advanced the price of lead to 6.30 
cents a pound from 6.20 cents. 


American Water Works & Electric 
Co., Inc.—Electric output of this com- 
pany’s system for June, 1927, totaled 
139,356,566 kwh. against 114,336,670 
kwh. for the corresponding month of 
1926. For the half year ended June 30, 
1927, output amounted to 787,323,526 
kwh., against 718,047,211 kwh. for the 
first half of 1926. 


Anaconda Copper Mining Co.—The 
American Brass Co., a subsidiary, ad- 
vanced prices for brass and copper ma- 
terial, including seamless tubes and 
scrap, %4 cent a pound; nickel and silver 
materials, including scrap, % cent; 
copper wire was unchanged. 

Bangor & Aroostook Railroad Co.— 
Applied to the Interstate Commerce 
Commission for authority to issue $l,- 
468,000 of common stock, $50 par value, 
which was to be offered to present pre- 
ferred stockholders at the rate of two 


shares of the new common for each five | 


shares held, and to common stockhold- 
ers, on the basis of one new share for 
each five shares held. 


Bethlehem Steel Corp.—It was stated 
that Bethlehem’s operations had de- 
clined from around 86 per cent. in 
March, 1927, to slightly more than 60 
per cent. at present. 


Chicago Railways Co.—The Federal 
Court has ordered the payment on Aug. 
1, 1927, of interest accruing on Chicago 
Railways first mortgage bonds from 
Feb. 1 to Aug. 1, 1927. 

Coca-Cola Co—A suit alleging in- 
fringement of patent brought against 
the Whistle Co. of America has been 
dismissed by Federal Judge Morris. 

Commercial Solvents Corp.—Directors 
of this company called a special meeting 
of stockholders for Aug. 17, 1927, to 
amend the charter so as to eliminate the 
authority of the corporation to issue 
preferred or Class A shares; to provide 
for the cancellation of the existing 
Class B common shares and to create 
and substitute therefore 250,000 no par 
shares. It was proposed to issue in 
exchange for the present outstanding 
108,861 Class B shares 217,722 of the 
new no par shares. It was also pro- 
posed to give the board authority to 
issue remaining stock for purposes 
which they might deem advisable. 

Commonwealth Power Corp.—Sales of 
electricity in June, 1927, were 127,118,- 
608 K.W.H. and gas 562,273,000 cubic 
feet, increases of 12.61 per cent. and 
12.42 per cent. respectively, over June, 
1926. For the six months ended June 
30, 1927, sales of electricity were 773,- 
541,360 K.W.H. and gas 3,247,645,200 
cubic feet, increases of 9.25 per cent. and 
12.67 per cent. respectively, over the 
same period of 1926. 

Curtiss Aeroplane & Motor Co., Inc.— 
The Navy Department has awarded this 
company a contract for 24 planes at a 
cost of $648,125. 
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Ford Motor Co—A _ despatch from 
Detroit states that this company is re. 
calling old employes and hiring new men 
at the rate of about 5,000 a week. It 
was thought that the Ford plants would 
start on full-time production of the new 
model car some time before Sept. 1, 
1927. 


General Motors Corp.—Frigidaire 
Corp., a subsidiary, announced a reduc- 
tion of $15 on its new model household 
electric refrigerator, placed on the mar- 
ket two months ago. The new price 
would be. $180 f.o.b., Dayton, Ohio. It 
was stated that popularity of the new 
model had made the new price possible, 
Price reductions affecting porcelain cab- 
inets and commercial cooling coils were 
also announed. 

General Railway Signal Co.—Has per- 
fected a new train control signal device, 
which operates in the cab of the loco- 
motive. A number of the devices are 
being installed on locomotives of the 
Chicago & Northwestern Railway. 

Hudson Motor Car Co.—Has shipped 
the first models of a new line of cars— 
Hudson Super-Sixes on a wheel base of 
118 inches. There are two body types, 
the coach at $1,175 and the 4-door sedan 
at $1,285. This gives Hudson an inter- 
mediate line between its Essex Super- 
Six and its Hudson Super-Six on the 
127 inch chassis. 

Hudson & Manhattan R. R. Co— 
Engineers recommended to Mayor Ray- 
mond of Newark that the Hudson & 
Manhattan tube be extended from Park 
Place to a terminal under the apex 
of Military Park on Broad Street, that 
city. 

Independent Oil & Gas Co.—Dates 
for the regular quarterly meetings of 
directors of this company have been 
changed to the fourth Monday in Feb- 
ruary, May, August and November from 
the fourth Monday in January, April, 
July and October. The date of the next 
meeting at which action on quarterly 
dividend would be due, would be Aug. 
22, 1927. 

International Combustion Engineering 
Corp.—A special meeting of stockhold- 
ers of this company was called for Aug. 
15, 1927, to authorize $10,000,000 pre- 
ferred stock, of which $5,000,000 would 
be issued shortly, and also an increase 
in the company’s common stock from 
750,000 to 1,100,000 shares. 

International Mercantile Marine Co— 
The directors have adopted a plan for 
the recapitalization of this company to 
be voted by stockholders at a special 
meeting on Sept. 29. It is proposed to 
retire the entire present issues of $100 
par preferred and common shares and 
to substitute new no par stocks on the 
following exchange basis: 

Each five shares of existing preferred 
stock to receive one share of new 10 
par $6 cumulative prefered, retirable at 
$100 and five shares of new no par com- 
mon. Each five shares of existing com- 
mon stock to receive one share of new 
no par common. 
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Jordan Moté® Car “Cé—Shipments 
during the second quarter totaled 2,900 
cars, compared with 1,200 cars for the 
frst quarter. The company - reached 
peak production in May, 1927, shipping 
1,200 cars and maintained approximately 
the same production in June, 1927. 

New York, New Haven & Hartford 
R. R. Co—A statement issued by this 
company in connection with the call 
for the special meeting of stockholders 
to yote on the proposal to authorize 
550,000 shares of 7 per cent. preferred 
stock, par $100, stated that its creation 
was part of a plan to finance and re- 
fund New Haven’s indebtedness to the 
Government, and that the new stock 
was to be offered to stockholders for 
subscription on or before Oct. 1, 1927, 
at par on the basis of one share of 
preferred for each four shares of com- 
mon stock held, and to holders of the 
road’s 6 per cent. convertbile deben- 
tures, due in 1948, at the rate of one 
share of preferred for each $400 face 
value of debentures held. Of the total 
it was proposed to issue 490,367 shares 
of the new preferred. 

Packard Motor Car Co.—Completed 
its new 500-acre proving ground near 
Utica, Mich. A two and one-half mile 
concrete oval speedway was provided. 
Inside the speedway oval would be a 
large airplane landing field. Plane run- 
ways in this field would be of consid- 
erably greater length than at the old 
landing field maintained by Packard. 

Paramount Famous Lasky Corp.— 
Department of Justice has been drawn 
into the investigation of charges that 
this corporation had violated the Sher- 
man Anti-Trust Law and the Clayton 
Act in its practice of block booking. 

Prudence Co., Inc.—Supreme Court 
Justice Cropsey in Brooklyn signed an 
order restraining the Prudence Plan of 
New York and its subsidiary companies 
from using the name “Prudence,” upon 
application of the Prudence Co., Inc. 


Union Pacific Railroad Co.—Given a 
tentative valuation by the Interstate 
Commerce Commission of $242,426,352 
on its total owned property and $242,- 
064,968 on its total used property, as of 
June 30, 1919. The company had out- 
standing on the date of valuation a total 
par value of $534,428,250 in stocks and 
long-term debt, of which $222,291,600 
represented common stock, $99,543,000 


_— stock and $212,593,150 funded 
ebt. 


United Cigar Stores of America— 
Stockholders of this company voted to 
change the par value of the common 
stock from $25 to $10 and to exchange 
the old common stock at the rate of 
2% shares for each share of common 
outstanding. 

Approval also was given for an in- 
crease in the common stock from 2,400,- 
000 shares to 6,000,000 shares and for 
the elimination of the 7 per cent. cumu- 
lative preferred stock of $100 par. 

United Fruit Co—A concession to this 
company involving a $5,000,000. develop- 
oy in banana and other tropical fruits 
von been approved by the Panama cab- 

Wright Aeronautical Corp.—T he 
United States Army has placed an 
order with this company for $1,500,000 
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Seeks out thee FACTORY 


The economic advance of recent years carried with 
it at least one unfavorable feature: concentration 
of industry and population in large cities, caused 
largely by the localization of power supply. ow 
Now the fa¢tory need not come to the source of 
power. Electricity, generated in efficient plants 
and transmitted far and wide over networks of 
transmission lines, seeks out the factory. e+» Con- 
centration of population in congested metropoli- 
tan centers is no longer the price of industrial 
progress. At the same time increased efficiency in 
both manufacturing and marketing results from 
greater freedom in factory location. s~ The de- 
velopment of this important service in non-met- 
ropolitan areas isan outstanding accomplishment 
in which the subsidiary operating companies of 
the Middle West Utilities Company have prom- 
inently participated in New England, 
the Middle West and Southwest. 


MIDDLE WEST 
Utilities Company 





SERVING 1889 COMMUNITIES IN Ig STATES 









of Whirlwind airplane motors. 
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you desire unquestioned safe- 
ty of principal, you want 
SMITH BONDS. 

For over half a century this 
House has continuously and suc- 
cessfully served First Mortgage 
investors and never more faith- 
fully than it serves them today. 

Its first thought has been and is the 
interest of its clients, protecting their 
principal and providing as high rate of 
income as is justifiable. 

While following this policy this House 
has developed safeguards to which it 
strictly adheres. 

: Let us tell you about them 
Ask for Booklet “gg-go” 


Our Mail Service Department 


No macter where you may be you 
can avail yourself of the Mail Order 
Service of our Home Office in Wash- 
ington, D. C. Your investments 
and inquiries will be given the same 
personal, efficient and courteous 
attention you would receive if you 
called at one of our offices. 


“The EH.SMITH ©, 
Founded 18735 


Smith Building, Washington, D.C. 
285 Madison Ave., NewYork, N.Y. 
Branch Offices in Other Cities 

Kindly send Booklet and information regarding 
SMITH BONDS. 
NAME 
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Should Steel Stocks 
Now Be Bought? 


During recent months most of the steel stocks 
have declined. Lately, however, many of them 
have exhibited strength and have shown signs 
of wanting to go higher. Are there now indi- 
cations of substantial profits to be made in this 
group during the next few months? 

Stock Market Bulletins just issued by Invest- 
ment Research Bureau tell what should be done 
with regard to certain of the steel shares. In 
addition, these Bulletins point out the profit or 
loss possibilities in more than 40 other securi- 
ties, many of which you may be about to pur- 
chase or may now be holding. 

Simply send us your name and we will mail you 
copies of the above-mentioned Bulletins with- 
out cost or obligation. We shall also be glad 
to send you a free copy of our Special Report 
on a certain security which should advance 
substantially if its growing earning power is to 
be fully discounted. You will also receive an 
interesting little book, “MAKING MONEY IN 
STOCKS.” 


Investment Research Bureau 
Div. 105 Auburn, New York 
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Employers’ Association of Detroit 
reports, carry a steadily increasing 
number of men. Latest available figures 
show a total of 199,593, which is less than 
30,000 fewer than were being employed 
here a year ago. General feeling is that 
the industry is in for a period of “set 
fair” conditions, based on the large buy- 
ing response to the offerings of new 
models in many of the lines. 

Dealers report enthusiastic reception of 
the new cars, and in almost every case 
the announcements by makers were so 
timed and production on the “old” cars 
so regulated that the day the new models 
were available found the dealers with al- 
most none of the older models on hand. 
Complete figures of production for the 
first seven months of 1927 are not avail- 
able, but for the first half of the year 
they were encouraging and demonstrated 
that a considerable percentage of the 
pessimistic talk that prevailed at the end 
of June was, as usual, largely a state 
of mind. 

Totals for 1927’s first half, cars and 
trucks, United States and Canada, were 
2,027,877, compared with 2,305,877 for the 
first half of 1926. Considering that both 


[) Eevtovers industrial pay-rolls, the 





January and June, “low spots” in pro- 
duction this year, are included in these 
figures, the actual facts can hardly be 
considered discouraging. 

The balance of the year, it is believed, 
will more than make up the difference, 
with present announced schedules in view 
—plus the fact that Ford will again be a 
prominent factor in production figures. 


Improved Models 


| is certain that the dealers have better 
cars to sell than they have ever had, 
and in almost every case at prices that 
are either the same as those of previous 
models, or still lower. 

New Pontiac models are full of color, 
and were brought out at a new lower 
price range, from $745 for the coupe and 
the sport roadster to $925 for the de luxe 
sedan. 

Buick cars present new appearance, 
largely due to a lowered frame, new 
radiator design and new color schemes. 
The prices remain the same as the 1927 
line. 

Hudson sprung a surprise on the in- 
dustry by announcing a new chassis for 
the Hudson Super-Six, on a wheelbase 
of 118 inches. They are identical with 
the 127-inch wheelbase cars, except for 
the lessened length, and were offered in 
two body types—the coach at $1,175 and 
the four-door sedan at $1,285. 


AKLAND’S new line is materially 
improved in size, power and luxury. 
The new engine has a displacement of 212 
cubic inches and there are added con- 
veniences and luxuries. The price range 





is from $1,045 to $1,265, lower than the 
earlier models. 


FORBES for August 15, 1927 


News of the Motor World 


Employment Figures at Detroit Continue Recovery: to Near 
Last Year’s Totals—Many New and Improved Models 
. Being Developed 
By Walter Boynton 


Detroit Editor, Automotive Daily News 


Oldsmobile made announcement July 28, 
with a colorful line, not differing from 
the earlier models in any essential degree, 
The prices remain stationary. 

Paige brought out new and improved 
models of both Sixes and Eights Au- 
gust 11, with a price range from $1,195 
to $1,895 for the Sixes and from $2,195 
to $2,665 for the Eight. 

The Paige-Detroit Company is spending 
$500,000 in improvements to its main plant 
at Detroit—an earnest of the aggressive 
management of the Graham brothers in 
the company’s affairs. 


Increased Output 
HE Auburn Automobile Company 
reports for the first five-month period 
of the year a production amounting to 
96.3 per cent. of the entire production for 
1926 and that the entire present year’s 
output will be at least double that of 
1926, according to present schedules. 
“Auburn’s position, financially,” says E. 


.L. Cord, the Auburn president, “has never 


been better than it is at present, since the 
company was founded, in 1900. Future 
prospects never loomed brighter.” 


EDICATION of the General Motors 
Institute of Technology at Flint drew 
to that city the largest gathering of the 
corporation’s principal executives ever 
held there. Pierre S. du Pont, chairman 
of the board, Alfred P. Sloan, Jr., presi- 
dent, many of the vice-presidents and the 
heads of most of the important divisions 
were on hand to see the building turned 
formally over to the board of regents. E. 
T. Strong, president and general manager 
of Buick, heads the institute’s governing 
board. 

Continuing evidence is noted of the in- 
creasing pressure on sales effort, to absorb 
increased production in the industry. 
Under present merchandising plans, the 
prospect is not asked to come to see the 
product, but the product is taken to the 
prospect. 

Oakland Motor Car Company had seven 
portable theatres built in Detroit, equipped 
with curtains, lights and scenery. One of 
these, with a new car and a convenient 
comparative exhibit of new-type and old- 
type engine assemblies and accessories, 
was packed in an express car and seven 
express cars, accompanied by a company 
executive and his aide, were simultaneous- 
ly sent out to cover the district offices of 
the company. The district manager in- 
vited his dealers in, and they were shown 
the new car under the most advantageous 
surroundings, and with the least possible 
inconvenience to themselves. 

Truck “caravans,” made up of three 
trucks, the product of the Yellow Truck 
& Coach Manufacturing Company's aft 
also touring the country, bringing visual 
evidence of a part of the company’s line 
to the very door of the prospect. ; 

Truly, we believe in an age of highly 
specialized merchandising, so far as the 
automotive industry is concerned. 
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The chart shows vivid- 
ly the rapid growth of 
pulation in the three 
argest Florida cities. 


£ Note particularly the 
ty growth of Tampa since 
1920. 


: 
MPORTANT to the developmen. 
of all great cities is the growth 
\ of its trade territory. Tampa is a 


\ / conspicuous example of this fact. It’ 
} is the Key City to Southern Flcrida. 
Population in Southern Florida has 
increased to a point where a new 
trading territory has been evolved. 
It is a territory rich in resources, 
rich in production, rich in type of 
consumers it constitutes, and is 
economically, efficiently and satis- 
factorily served from Tampa. _. 
The Florida-Portland Cement Com- 
pany, Kreiss Potassium-Phosphate 
Company and several other repre- 
sentative industries have recently 
established plants at Tampa be- 
cause of vital production econo- 
mies due to its strategic location. 
)_ Power, Raw Materials, Water, 
= Labor, Transportation facilities 
and Low Taxes are also contribut- 
ree 48s ing factors to haw “sip advantages 
=%. as alogical place for manufactur- 
__ ing plants, branch factories and dis- 
i tributing bases. 
Key City to America’s 
New Trade Territory 
A comprehensive survey of Tampaand Southern 
Florid will be prepared for interested execu- 
tives upon request. It will be based solely upon 
specific up-to-date data, presented from the stand- 
poles of your needs. Please make your request 
or this survey on your business stationery. 
Industrial “Department 
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TAMPA BOARD OF TRADE 





ning between 9 and 10 o'clock and enjoy 


{ Listen in on WDAE—Tampa, Sunday eve- I 
an entertaining program. 





Scotts Creeping Bent 
'for Perfect Lawns! 







everlasting and makes your home @ 

beauty spot! That’s what you’ 

if you plant Scott's Creeping Beat, 

me The New Super-Lawn 
eping Bent --] 

Gir Sat ee regent soe tl ge 


luxuriant lawn like the green pile 
a 
farpet. Read about Snesual grass in our 
ustrated booklet ‘Bent Lawns.’ Mailed on 


O. M. 
4 1.2; M. SCOTT & SONS CO. 


| : Marysville, Ohio 








Investment 
Booklets 


The following boolets and other informa- 

tion will be sent free on request by the 
firms mentioned. 

Bache Review—Will be sent free for 

three months on request by J. S. Bache 


'1& Co., 42 Broadway, New York. Readers 


of the Review are invited to avail them- 
selves of the facilities of its organization 
‘for information and advice on stocks and 
bonds, without obligation. 

Weekly Financial Review containing 
an analysis of the various outstanding cop- 
per stocks, with earnings and possibilities 
for future dividends, etc., issued by Prince 
& Whitely, members of New York Stock 
Exchange, 25 Broad Street, New York. 
Odd Lots—A booklet on this subject 
showing the advantages of diversification 
in buying stocks and bonds for investment, 
prepared by John Muir & Co., members 
New York Stock Exchange, 50 Broadway, 
New York. 

Weekly Market Letter—issued by Mc- 
Clave & Company, members of New York 
Stock Exchange, 67 Exchange Place, New 
York, sent free on request. 

Building a Competence—by steadily 
putting one’s surplus in sound interest- 
yielding securities. A booklet prepared 
by S. W. Straus & Co., 565 Fifth Avenue, 
New York, describes this method of in- 
vesting, and will be sent free. 

Unlisted Public Utility and Industrial 
Bonds—A complete list with maturities 
bid and asked prices, issued by Lilley, 
Blizzard & Co., Packard Building, Phila- 
delphia. 

Smith First Mortgage Bonds—This 
form of investment is described in a book- 
let issued by The F. H. Smith Co., Smith 
Building, Washington, D. C., and 285 Mad- 
ison Avenue, New York. 

Keeping in Touch with the Stock 
Market, a requisite of sound investment 
practice. Chisholm & Chapman, members 
New York Stock Exchange, 52 Broad- 
way, New York, will send their Market 
Letter free on request. Ask for J-11. 

The Oil Situation—An analysis on the 
oil situation has been prepared by Fenner 
& Beane, members of the New York Stock 
Exchange, 60 Beaver Street, New York 
and will be sent free on request for 
Circular F.M.1. 

Strength in Diversification—A booklet 
on Trustee Shares issued by Throckmor- 
ton & Company, 100 Broadway, New 
York. 








Reliable Brokers 


FORBES readers may take 
] advantage of our service to 
inquire, without cost, re- 
garding reliable security 
brokers with whom they 
can safely do business. 


Investors Department 
FORBES MAGAZINE 
128 Sth Ave., New York City 
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| Have You Read | 


This Book? 


HOW 

TO GET 
THE JOB 
YOU WANT 


By 
WILLIAM L. FLETCHER 


President, W. L. Fletcher, Inc. 


Mr. Fletcher, as employ- 
ment manager for many 
corporations, knows the 
problems of the employer; 
and of the man seeking an 
executive position. 


Price $2.50, postage prepaid. 


B. C. FORBES 
PUBLISHING CO. 


120 FIFTH AVENUE 
NEW YORK, N. Y. 
































A Book To 
- Read For 
Profit 


Here is a little book that is 
neither as alluring asa lovestory 
nor as exciting as a detective 
tale, yet within the brief com- 
pass of a few pages, it solves the 
universal .problem of How To 
Make Dreams Come True! 


It shows the way to certain fi- 
nancial independence through 
systematic accumulation,in one 
of the safest and strongest 


guaranteed first mortgage 
securities — PRUDENCE- BONDS. 


Mail the coupon 
for this little book 


Offices Open Mondays Until 9 P. M. 


The PRUDENCE 
COMPANY, Inc. 


Under Supervisionof N. Y.StateBanking Dept. 

331 Madison Ave., at 43rd St., New York 

162 Remsen St. 161-10 Jamaica Ave. 
Brooklyn amaica 


F.M.1082 
Name 








Address 
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Why Not 80 Securities?— 


instead of only a few 


An investment of $1,000 to $5,000 ordinarily would buy 
only a few securities. 


But the same amount of money invested in 
COLLATERAL TRUSTEE SHARES 
of the 


New England Investment Trust, Inc. 
(Liberty National Bank in New York, Trustee) 


would give you equal interests in 80 leading securities, including 
American Telephone, Pennsylvania Railroad, Consolidated Gas, 
International Harvester, United States Steel and others of like 
quality. 


You would share in all dividends—extra as well as regular— 
of the entire 80 stocks, without deduction of any kind. Average 
yield since 1925 on Collateral Trustee shares has exceeded 734%; 
the principal has increased in 22 months about 30%. 


For full details write for F-11 


NEW ENGLAND 
INVESTMENT TRUST, INC. 


85 Devonshire Street 
BOSTON, MASS. 


Free from Normal Federal Income Tax 


Free from Inheritance Tax except in State of residence 























Dividends 








: INVESTORS’ INQUIRIES 
The Miller Rubber Company Q 


so EADERS of “Forbes” 
Common Dividend No. 74 


may consult the In- 
A quarterly dividend of 50 cents per share s ° n 
has pms declared on outstanding Common quiry Department for infor 


Shares without par value, payable October 25th, mation and opini con- 
1927, to holders of record at the close of busi- a 


ness October Sth, 1927. cerning investments. The 

a fee is $2 for each security, 

The Miller Rubber Company or $5 for three. Letters 
Preferred Dividend No. 30 should be addressed to 


A quarterly dividend of $2.00 per share has Inquiry Department, 
been ar on outstanding Preferre ares, ; 
payable September Ist, 1927, to holders of record Forbes Magazine, 


at the close of business August 10th, 1927. 120 Fifth Avenue, New York 
Wm. F. Pfeiffer, Treasurer 


























Stewart-Warner Speedometer Corp. 





DIVIDEND NOTICE 
At a meeting of the Bozrd of Directors of the 





Stewart-Warner Speedometer Corporation, held 
Joh, A ae. a vaging i Sree 
z re was declared payable on © 
August 16, 197, to stockholders of tecord on How many of Your Executives 


August Sth, 1927. The stock transfer book ill 
Mb tiudmiiie «8 Read Forbes? 


By W. J. ZUCKER, Secretary. 

















mention of “Forbes” insures good service 











“Forbes” bays $5 for the best siory 
published in each issue, and presents q 
copy of “Forbes Epigrams” for each 
story used. 





Nobody Home 
LITTLE girl was seated on the 
£ front porch when the salesman ap. 
proached the gate. He tried to open it, 
but it stuck. 

“Mother at home, little one?” he in. 
quired, before making further attempt to 
enter the yard. 

“Yes, sir,” replied the child, “she’s al- 
ways home.” 

The agent jumped the gate and rang 
the door bell. There was no response, 
He rang it several times more, and waited. 
The door remained closed. Somewhat 
vexed, he turned to the little girl and 
asked, “Didn’t you say your mother was 
at home?” 

“Yes, sir, and I’m sure she is,” answered # 
the youngster. 

“Then why in the world doesn’t she 
answer my ring, I wonder?” 

“T think she will; sir, when you reach 
our house,” came the prompt reply. “We 
live four doors down the street.”—$5 priz 
to Miss Mollie Bershadsky, Brooklyn, 
N. Y. 

* * * 
Time to Quit 

Builder’s Foreman: Excuse me, but are 
you the lady wot’s singing? 

Lady: Yes, I was singing. Why? 

Builder’s Foreman: Well, might I ask 
you not to hang on that top note so long? 
The men have knocked off twice already, 
mistakin’ it for the dinner whistle.—Pass- 
ing Show. 

* * * 
Sticking to Business 

Ethel: Do you like Beethoven’s works, 
Mr. Ponks? 

Mr. Ponks: Never visited ’em. Wo 
does ’e manufacture ?—Clipped. 

"eS 
Making It Clear 

“You the ’stallment man?” 

Veh.” 

“Well, mom sent me to stall you off 
again.” Exchange. 

* * * 
Correct 

Teacher: Give me a sentence with the 
word toboggan in it. 

Abie: Mamma went t’uh boggan sale. 
—Clipped. 

*x* * * 


How to Keep Warm 
“It is said that paper may be used most 
effectively in keeping a person warm.” 
“That’s true. I remember a thirty-day 
note of mine once kept me in a sweat fot 
a month.”—Manhattan Quadrangle. 





Those wishing contributions returned 
if found unsuitable will please enclose 
stamped, addressed envelope. 





